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SOLID BRASS TRIM — ‘‘JEWELERS'’ FINISH. 





Here is a feature-packed sales leader of the 
Dexter Line. Top quality, backed by the 
famed Dexter Lifetime Guarantee — at a 
popular price! Available Master Keyed 
at slight additional cost. May be ordered 
Master Keyed or Keyed alike with any other 
Dexter Disc Tumbler Sets. Write for a SS 

Dexter factory representative to call on you. KNOSS REINFORCED WITH Stat. 


INSTALLATION — 15/16” IS LARGEST HOLE. 


LIFETIME GUARANTEED. 


DEXTER LOCK COMPANY 


GRAND RAPIDS, MICHIGAN 
A SUBSIDIARY OF NATIONAL BRASS COMPANY 


Manneactirrs of Americai Original Tibilae Locks 





in Canede: Dexter Lock Canada itd., Guelph, Ontarie 
In Mexico: Dexter Locks, Plata Elegante, $.A. de C.V. 
Monterrey, Nuevo Leon 





acme bi-rall series S000 


single track for all standard door thicknesses 









solid nylon wheel 
for by-passing 
wardrobe doors 











sliding door lifts 
in and out 
without removing 
hardware 
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—rubber wheel 

~graphite core 
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steel bearing 


it’s the wheel that counts 





rubber wheel 
for by-passing 
wardrobe doors 








single track for all standard door thicknesses 


acme bi-rail series 3000 





acme appliance manufacturing co. 
35 south raymond ave., pasadena 1, calif. 





MORE BUILDERS, EVERY DAY, FIND IT’S 


aster and Easier 


100% SANITARY 

100% WATERTIGHT 

EASILY INSTALLED 
COMPLETELY SELF-SEALING 
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BIG REASONS nee 


WHY BUILDERS PREFER HUDEE 


Patented installation makes completely self-sealing unit. 
A sink frame that is 100% watertight — 100% sanitary. 
A continuous welded frame with an inconspicuous weld. 
Easy to install—no rabbeting, scribing or special tools. 
Installed with equal efficiency in-the-shop or on-the-job. 
You confidently guarantee every installation with Hudee. 
. Used with any top-covering — linoleum, rubber, plastic. 
. Installed after all top-covering material is applied, bow! may 
be removed at any time without damage to top-covering. 
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MANUFACTURERS AND DISTRIBUTORS 


CHICAGO 10, ILLINOIS 
IN CANADA, WALTER E. SELCK AND CO., LTD., TORONTO 











TO INSTALL SINK FRAMES - 
WITHOUT RABBETING, SCRIBING 
OR SPECIAL TOOLS - WHEN THEY 
USE THE... 





Hudee is the amazing Sink Frame that has earned the 
enthusiasm of Dealers, Builders, Architects, Cabinet Manu- 
facturers, Plumbers and Home Owners. The eight reasons 
for Hudee superiority, as listed at the left, justify its ac- 
claim as the ‘World's Finest Sink Frame." 


Builders particularly appreciate the Easy-To-Install feature 
of Hudee and its great saving of time. Actually, the Hudee 
is installed in four easy steps: 


(1) Using the frame itself as a template, mark the location 
of the cutout for the sink bowl. This can be done either be- 
fore or after covering material is installed. (2) Cut out the 
hole as marked, using an ordinary keyhole saw. (3) Place 
the bowl and Hudee frame into position. (4) Space lugs 
around frame and tighten lug bolts. The Result—A Perfect 
Installation Every Time. 


The Hudee Ideal Sink Frame System is sold through Lumber 
and Building Material Wholesalers everywhere. 


WRITE TODAY FOR LITERATURE AND PRICE LIST 
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these doors 
open 
to profits 


a and Guri$ is your key! 


Flush doors that Stay Sold! 


Here's the flush door with the gilt-edged 
reputation that means extra sales and no 
“come-backs’’—for Curtis dealers! It’s the 
Curtis New Londoner hollow-core flush 
door— with the patented all-wood inter- 
locking core and sealed construction that 
eliminate warping and sagging. Beautiful 
face panels in matched-grain native woods. 
The Curtis New Londoner meets today’s 
demand for flush door quality. Also avail- 
able, Curtis Plyoneer hollow-core flush 
doors—same sturdy construction, except 


that face panels are not matched for color 
or grain. 
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See tadaehe New Curtis Doors for Every Style Home 


door — Design C-3303 


Curtis dealers are cashing-in on today’s demand for distinctive new 
door styles with the wide variety of Curtis interior and exterior 


doors, which fit every architectural style of home. These 
smooth-surfaced paneled and flush doors are easily decorated in 
a the colors of the owner’s choice—satisfying today's trend for 
Stunning new entrance 


more color in the home, or the soft natural finishes. 


door—Curtis No. C-1032 32ae Through years of consistent advertising and promotion, Curtis has 
‘ a ee 


built customer acceptance second to none in the woodwork field 
+ No wonder it's easier to sell Curtis Woodwork than to sell against it. 


CURTIS COMPANIES SERVICE BUREAU 


Clinton, lowa 


A Department of Curtis Companies Incorporated 


. 
Clinton, la. ¢ Wausau, Wis. © Chicago, Ill* 
Sioux City, la. ¢ Lincoln, Nebr. ¢ Topeka, Kan. 
The popular 


Minneapolis, Minn. ©¢ New London, Wis. 
“Curtis New Londone:” Ww 0 0 D WwW 0 4 4 


hollow-core flush door. 
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WASHINGTON REPORT 





Eisenhower Administration Reaching Decisions on Wage and Price Controls 


Several affairs, blowing around in 
Washington at this time, are more 
or less shaping the climate and at- 
mosphere of this industry. 

The President has ended all wage 
and salary controls and has pro- 
vided in the removal order that 
pending wage adjustments might 
be put into effect at once. The OPS 
has lifted price controls from 
meats, furniture, clothing, restau- 
rant meals and a lot of department 
store goods. The White House says 
this is the first of a serious of ac- 
tions that will decontro!l all prices. 

Everybody has expected these 
things, and almost everybody has 
taken them in stride. A minority 
of the buying public, however, is 
having jitters over the business; 
fears a price upsurge; wonders 
what can be done if the inflation 
burglar starts a-burgling, with the 
controls blunderbuss missing from 
behind the door. 

Business men generally have no 
such quakes. Some inquiries by 
various organizations reveal that 
business expects a few wholesale 
price increases, not all of which 
will be passed on to the consumers. 

In our industry, some eastern 
manufacturers think the wholesale 
price of cement will, and should, 
advance; maybe by ten cents a bar- 
rel. Lumber prices have been strong 
for some time. 

Air-conditioning apparatus is ex- 
pected to decline in price; due of 
course to tough competition. Chief 
uneasiness among business men 
seems to be that lifting controls 
may inspire a little additional pro- 
tective buyer resistance. 


Inflation Jitters 

But on the other hand there is 
some inflation uneasiness in high 
Federal places; for example, among 
the President’s official advisers. Be- 
lieve it or not, they’re urging Pres- 
ident Eisenhower to ask Congress 
for the revival of Regulation W! 
We're told the President is consid- 
ering it, more or less; since it would 
fit in with his policies for indirect 
restraint of inflation, instead of 
making with the direct wage and 
price controls. 

Any effort to resurrect Regula- 
tion W would start an Irish picnic 
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in Congress. But the fact remains 
that brakes on such things as in- 
stallment selling are getting talked 
up at the White House, the Treas- 
ury, and the Federal Reserve. 
There’s a division of opinion about 
Regulation W in the Reserve Board. 

Within limits, borrowing are 
signs of business activity and pros- 


Treasury shifts to long term 


Commercial bankers don’t seem 
to worry about these figures; but 
the Treasury is giving them some 
hard looks. Treasury doesn’t want 
to start deflation; but it keeps an 
eye on the upward stuff. So the 
big shop next the White House is 
carefully shifting some of the 
short-term, low-interest certificates 
—the sixty- and ninety-day stuff- 
into longer-term paper 
higher interest rates. 

The new staff had hardly moved 
in when it had to convert upwards 
of nine billions in short-term cer- 


bearing 


perity. The question is always 
about those limits. Following the 
removal of consumer credit con- 
trols last year, credit increased in 
six months or a little more by two 
and three-quarter billion dollars, in 
round numbers. Installment credit, 
again in round numbers, is sixteen 
billions. Maybe a little more. 


loans 


tificates, bearing 17%% interest 
Part were redeemed in cash; part 
converted to one-year certificates 
bearing 21%; part to bonds bear- 
ing 2'2% and running for five 
years and ten months. 

The short termers are bought 
largely by banks and used as the 
basis for much expanded loans. The 
change-over in policy is to get many 
of these obligations into the hands 
of investors who'll not use them to 
blow up loans. The Treasury does- 
n't want to stop all this bank per- 
formance but does want to check 
this kind of inflation a little. 


Labor may ask new wage contracts 


George Meany, President of AFL, 
hearing about wage decontrois, 
said at once it would result in re- 
opening many wage contracts. 

This brings up a story that’s 
partly fact, partly rumor that at 
the moment can’t be verified. Some 
three and a half million union 
workers have contracts containing 
cost-of-living clauses geared to the 
consumers price index that's issued 
by the Bureau of Labor Statistics. 

This index was changed recently; 
now has a much more recent base- 
price period and has been reweight- 
ed. For example, the old index 
gave 40% weight to the cost of 
food; the new index, 30%. The 
food-weighting change is due to a 
change in average customer spend- 
ing. 

This scrambled the formulas in 
the cost-of-living wage contracts: 
giving labor a chance to demand 
the reopening of the agreements. 
President Eisenhower ordered the 
old index back into use for six 
months to allow time for adjusting 
the contracts to the new formulas. 


BLS said it couldn’t revive the old 
index before April 1; and a periodic 
adjustment of UAW wages was 
coming up March 1. 


Watch Reuther 

While Reuther, of the auto work- 
ers, and the motor manufacturers 
have implied that they may find a 
way to adjust to the new formulas, 
there’s much anxiety in the capital. 
More than the index is involved. 
Reuther is said to feel that he was 
sold a bill of goods when the con- 
tract was made; that he didn’t get 
the wage and collateral benefits to 
which his men were entitled. 

There’s rancor involved; hence 
the uneasiness along the Avenue 
that Meany may be right and that 
there may be a big labor exploision, 
or a series of them, this spring and 
summer. A fearful thing in the 
present state of internationai af- 
fairs. Of course there’ll be big ef- 
forts to avoid any such blowup. . 
Mind you, part of this story is ru- 
mor; but it contains fact enough to 
be disquieting to business. 





The new Brush-Pac stimulate 
desire for ownership begg 


keeps each brush { 


oe 


*PATENT PENDING 


fe is another example of Edward E. Robinson’s policy of 
roviding you with the finest, most dependable brushes along 
effective merchandising ideas. The Brush-Pac, package, 
punter display are one more set of Robinson point of 
prchandising tools; they are designed to maintain an 
Mmical, power-packed, self-selling program. 


we YOUR JOBBER TODAY, OR WRITE DIRECTLY TO ROBINSON. 
im a ~ \ r 

y r | | (ec ina ») G 

0) ar | LaROB NY 9 


P.O. Box 47 === SS 
95 PARK AVE. - NUTLEY 10, NEW JERSEY =| 


Telephone NUtley 2-4510 == 
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NEWS BRIEFS 





Softwood plywood price rise continuing ...M and M Wood Work- 
ing Company has increased the price of quarter-inch Douglas fir plywood 
to $90 a thousand square feet, effective immediately. An increase of 3%, 
about 15¢ a unit, for fir panel doors was also announced by M and M. 
Fir plywood is still substantially under ceiling prices and $7 a thousand 
under the high of September 1951. 


NAMB will build research center . .. a 1 million dollar affair to 
serve as headquarters for the association’s research institute. The new 
Washington, D.C., center will correlate and coordinate the results of NAHB 
field tests throughout the country. Six houses are now under construc- 
tion near Chicago, the first units in a unique research test village. 


Fair trade is less effective today ... because supplies are becoming 
increasingly abundant. A number of manufacturers, it is said, are not 
adverse to price cutting by dealers providing it is done quietly. Present 
levels of production probably could not be maintained, these manufac- 
turers feel, if they attempted to enforce fair trade laws too vigorously. 


Senate would increase FHA loans ... by boosting the agency’s 
Title I authority by 500 million dollars. The bill if approved by Congress' 
would offer a healthy boost in funds for home repair and modernizations. 
See the complete story in the news section. 


January construction up 6% ... and valued at $2.3 billion over 
January a year ago. This marks the 14th consecutive month in which 
dollar volume scored a year-to-year gain. Builder’s physical volume in 
January, however, was ‘about the same” as in a like 1952 month. Higher 
costs boosted dollar outlays. Increases in private residential building, plus 
gains in private commercial work aided the January showing. 


Tile without adhesive . .. was one of the hits of the recent conven- 
tion of the National Association of Home Builders at Chicago. Made of 
vinyl plastic the tile has a honeycomb or grid-like construction on the 
back. Tile is fitted tightly from wall to wall in both directions and the 
vacuum created under the flooring forces the individual tiles to remain 
secure without shifting. 


Weatherstripping cuts fuel costs 24°; . this is just one of the 
facts revealed by a recent study conducted by the Institute of Technology, 
University of Minnesota. The University now has published its findings 
in a convenient booklet which is excellent ammunition for selling weather- 
stripping with convincing, hard-hitting truths. 


More U.S. aluminum is assured . .. under an agreement signed this 
week by the Defense Production Administration and the Aluminum Com- 
pany of Canada. In the next quarter 44 million pounds of primary alumi- 
num will be made available to U.S. fabricators. The additional amount, 
plus increases in domestic production due to better water conditions in 
the Pacific Northwest, will bring the total amounts available in the first 
quarter to 740 million pounds, more than 40 million pounds higher than 
earlier estimated by DPA. 


FHA has relaxed its restrictions on maximum mortgages ... the 
full statutory amount of $16,000 will now be permitted. The new ruling, 
effective immediately, will allow purchasers to make lower down payments 
on homes in the $18,000 and over price brackets. Both NRLDA and 
NAHB have long advocated the elimination of this restriction. 


Federal Reserve tightened credit ... by a little noticed, but impor- 
tant action which will affect the availability of credit, both in the home 
building field and elsewhere. The Federal Reserve raised the discount rate 
from 1°, to 2% (the highest since 1937). It is considered by some as 
the forerunner of a tighter money policy by the new administration. 

Home builders are interested in Negro housing . . . because owner- 
ship rose 129% against an 81% gain for the white population. Fastest 
progress is being made on the West Coast where builders are offering 
quality homes at reasonable prices. 
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LUMBER BRIDGED the gap when a 
runaway train tore a hole in the 
Union Station concourse just five 
days before the Kisenhower inaugur 
ation. The almost exelusive use of 
lumber to repair the damage saved 
tens of thousands of inauguration 
visitors possible delays and incon 
venience 


January Building 
6% Above Last Year 


The country’s builders had an- 
other good month in January, put- 
ting up some $2.3 billion of con- 
struction, about 6% more than in 
January, 1951, according to a joint 
Commerce-Labor Department re- 
port. 

This marked the 14th consecu- 
tive month in which the dollar total 
exceeded that for the comparable 
month of the year before. 

But builders’ physical volume 
this January was “about the same” 
as in the 1952 month. Higher con- 
struction costs boosted the dollar 
figure. 

Compared with December, the 
January figure was down a seasonal 
8%. 

Increases in private residential 
building, plus gains in private com- 
mercial building and in some major 
types of public construction, con- 
tributed to the January boost in 
dollar outlays, according to the re- 
port. 

Expenditures for privately fi- 
nanced construction put in place 
during January totaled a little 
more than $1.6 billion. This was a 
7% gain over the like month last 
year, Compared with December 
January private payments for con- 
struction were down 9%. This was 
caused by the mid-winter lull in 
private home building. 

Seasonal declines from December 
brought public construction ex- 
penditures for January to $685 
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IDEAL COMPANION 
TO LUMBER SALES 


TWO SALES 


ot 
rors & 
srarnts wi 


mean TWO PROFITS! Every time a customer 


buys lumber or paint, he’s in the market for protection against 
rot and termites, swelling and warping. You make two sales 
instead of one when you suggest Chapman clean Penta Wood 
Preservatives—Deep-Treat and Seal-Treat. 


Sell Seal-Treat for 
Paintable Surfaces 


Water-repellent Seal-Treat makes an 
excellent prime coat for wood to be 
painted — sashes, doors, woodwork, 


USE OUR SURE-FIRE PROMOTION PLAN! 


Hard-hitting; designed to selll Complete 
with newspaper mats, radio and tv spots, 
direct mail folders, window banners, counter 
displays. 








Stock and Sell Chapman's 
Complete Line of 


porches. Controls warping, shrinking, 
swelling . .. stops rot and termites. 


Sell Deep-Treat for 
Wood Not to be Painted 
—fence posts, joists, sills, beams. Gen- 
eral purpose Deep-Treat stops rot, kills 
termites—is clean and easy to apply. 
Seal - Treat and Deep - Treat come 
ready-to-use in 55 gallon drums, 5 gal- 
lon or 1 gallon cans .. . attractively 
color-lithographed for over-the-counter 
selling; and with simple, informative 
directions on the packages to help 
your people make sales. 


WIRE—-WRITE—PHONE 
CHAPMAN CHEMICAL COMPANY 
DERMON BUILDING MEMPHis, TENNESSEE 


Sash realy seep ie Treat ‘ Deep ith Treat 
on perl? 


wood 


(Clea WOOD PRESERVATIVES 





million, 59% under December. The 
dollar volume of public construc- 
tion, however, was 4% higher this 
January than in the like month last 
year because of greater outlays 
for all classes of public work ex- 
cept housing, hospital buildings, 
and Federal conservation and de- 
velopment work. 


Senate Approves 
FHA Loan Increase 


The Senate Banking Committee 
approved a bill to increase the Fed- 
eral Housing Administration’s au- 
thority to insure loans for home 
modernization and repair. 

The bill would increase the 
F.H.A.’s Title I authority by $500 
million—from $1,250,000,000 to $1,- 
750,000,000. Actually, the increase 
would be even greater because the 
committee also authorized the 
F.H.A. to exclude financing charges 
in computing the outstanding loan 
total. At present financing charges 
must be included and thus the total 
of loans which can be made is some- 
what smaller. 

F.H.A. officials had told the com- 
mittee that the Title I authority 
was almost run out and that, unless 
this authority was increased, they 
would have to stop taking applica- 
tions for Title I insurance within a 
few weeks. 

The Senate committee decided 
against taking any action at pres- 
ent on the problem of higher inter- 
est rates on home mortgages guar- 
anteed by the F.H.A. and Veterans 
Administration. 

Under questioning on the effec- 
tiveness of the 4% V.A. rate, Vet- 
erans Administration officials told 
the committee that “during some 
periods” there may have been 15,- 
000 to 20,000 veterans a month 
that were unable to get loans from 
private sources at 4%. Officials 
emphasized, however, that they had 
no official records on the exact 
number of veterans denied loans 


Builders Uncertain 
On Federal Stand 


The country’s home builders re- 
mained uncertain as to the future 
course of government activity in 
the housing field following Presi- 
dent Eisenhower's State of the Un- 
ion message to Congress. 

They had hoped for a direct clue 
in the message to Congress point- 
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ing toward future developments in 
the housing agency. 


But here’s what the new Pres- 
ident had to say on the housing 
subject: 


“IT recommend the continuance 
beyond June 30 of the authority for 
federal control over rents in those 
communities in which serious hous- 
ing shortages exist. These are 
chiefly the so-called defense areas. 
In these and all areas, the federal 
government should withdraw from 
the control of rents as soon as 
practicable. But before they are 
removed entirely, each legislature 
should have full opportunity to 
take over, within its own state, re- 
sponsibility for this function.” 


Control Picture. While there was 
little in this section of the Eisen- 
hower report to indicate future 
trends in federal housing, the tone 
of his entire message emphasized 
an intention to divest Uncle Sam 
of many of his responsibilities in 
the business field and turn these 
back to private industry. For ex- 
ample, the Administration will seek 
removal of price and wage controls 
upon expiration of that law April 
30. 


As for materials and product 
controls, Eisenhower said he would 
recommend legislation to continue 
the authority of the Defense Pro- 
duction Act for such remaining 
‘ontrols of this type as are neces- 
sary after June 30. By “necessary” 
he meant controls on “scarce criti- 
cal items essential for our defense.” 
Beyond this, he believes that al- 
location controls affecting materi- 
als should be ended. 


“Direct controls, except those on 
credit,” said the President, “deal 
not with the real causes of infla- 
tion but only with its symptoms.” 


NPA Sets High 
Steel Quotas 


The rapidly expanding steel pro- 
duction picture and the ability of 
the Controlled Materials Plan to 
satisfy military, all defense and 
non-defense needs, has enabled the 
national Production Authority to 
allot unusually high steel quotas to 
civilian-type items for the second 
quarter of 1$53. 

This was the explanation given 
by Acting NPA Administrator 
H. B. McCoy, when he announced 
that carbon steel allotments were 
set at 90% of base-period use, al- 
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loy steel at 100%, copper at 50% 
and aluminum at 55% for the sec- 
ond quarter period. 

The steel figures are the highest 
allowed for civilian-type items since 
CMP became effective some 18 
months ago. NPA insisted the ad- 
ditional steel amounts were avail- 
able in its general reserves despite 
earlier reports that this reserve 
would not stand such a strain. 

All types of consumer hard goods 
will benefit from this unexpectedly 
high allotment to producers. Gen- 
erally speaking, McCoy said, other 
industries are being programmed at 





a level high enough so they are not 
expected to present a demand on 
the NPA reserve for additional car- 
bon steel. 


Competition Growing 
For Manufacturers 


Building product manufacturers, 
facing a really tough competitive 
market for the first time in more 
than a decade, gathered recently in 
Rye, New York, to trade ideas and 
hear advice on how to get their 
share of the $40 billion-plus con- 
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What is your 
BIG NEW 


goes so goes the 


S SALE!! 


THE “DO-IT-YOURSELF” TREND 


is the fastest growing market for building products as you know. 
FIBARLITE offers you a proven SERVICE AND SALES PROGRAM aimed 

directly and dramatically at the home owner through national advertising. 
When your customers buy FIBARLITE and install it themselves they save 


money and YOU MAKE PROFIT. 


HOW? Show your customers how to use the products you sell them. 
With FIBARLITE, offer a realistic retail price of 85¢ per sq. 


ft. Each walk-in sale can mean $50.00 to $200.00 to you. 


With our “How-To-Do-It” sales presentation using concise, vivid construc- 
tion details and the model which we provide, you will create interest and 


increase your sales. 


Take advantage of FIBARLITE’s non-stocking, factory-direct dealer 
service program. Write today for your complimentary copy of — 


“Construction Magic” 


Translucent Corrugated Panels 
by 
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MODERN PLYWOOD MILL 
A Source of Dependable 


BRAUND BIRCH 
PLYWOOD 


STOCK PANELS 
Grades A-A, A-l, A-2, A-3, 1-l, 
1-2, 1-3, 2-2, 2-3, 3-3. All thick- 
nesses: '«”" to 34”. Complete stock 
sizes. 


BIRCH DOOR PANELS 
Grades available: A-3, 1-3, 2-3, 
3-3, in '," and 4%". All panels are 
3-ply. 

All Birch plywood meets Bureau of 
Standards specifications 


BIRCH VENEER 
Rotary and Sliced Cut Face Ve- 
neer. Standard Thicknesses, 
Lengths 30” to 100”. Backs, Cross 
Banding and No. | Sheet Stock. 


L. C. L. or CAR 
SHIPMENTS 


also available from our new 


DETROIT WAREHOUSE 


including 


DOOR PANELS 


birch and gum ', and “i. 


STOCK PANELS 


birch and gum, all sizes 


SHEATHING 


fir and gum, all sizes 
Specify your Requirements 


W.R.BRAUND 
Company 





































































































































Room 214 Wabeek Building 
280 West Maple Avenue 
Birmingham, Michigan 
Telephone— Midwest 4-3450-51-52-53 
Birmingham TWX 500 
Detroit Werehovse— 
Tel. TY 4-4095 
























struction market forecast for 1953. 

During the two-day conference, 
sponsored by The Producers’ Coun- 
cil, national organization of build- 
ing product manufacturers, speak- 
ers urged the producers to give 
architects and builders the type of 
factual copy they want in their 
publication advertising and tech- 
nical literature, to sharpen up their 
consumer advertising copy, and to 
tackle head-on the task of reselling 
salesmanship to their sales repre- 
sentatives. 

Differences of opinion inevitably 
cropped up. Ben John Small, of Al- 
fred Hopkins & Associates, archi- 
tects and engineers, told the manu- 
facturers that well-presented tech- 
nical data in an advertisement di- 
rected at architects has more ap- 
peal than eye-catching devices com- 
monly used in promoting over-the- 
counter consumer goods. He ad- 
mitted, however, that an advertis- 
ing man undoubtedly would dis- 
agree with him. 





P. T. FARNSWORTH 


Redwood Association 
Names New Manager 


Philip T. Farnsworth has been 
named general manager of the Cal- 
ifornia Redwood Association to suc- 
ceed Sherman A. Bishop who has 
resigned to accept a position of 
Vice President in charge of sales 
for Union Lumber Company. 

This position of general manager 
is a step up for Mr. Farnsworth, 
who for a number of years has been 
director of the Promotion Division 
of the California Redwood Associ- 
ation. 

The new general manager has his 
Bachelor’s and Master’s degrees 
from the University of California. 
He became a member of the staff 
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of the California Redwood Associ- 
ation in 1934, and later was at- 
tached to an advertising agency in 
San Francisco. During World War 
II he attained the rank of Lieuten- 
ant Commander on the staff of Ad- 
miral Nimitz. He inaugurated the 
first direct news and radio trans- 
mission from a fleet in action to the 
mainland under Admiral Halsey. 

After the war Mr. Farnsworth 
became the head of the San Fran- 
cisco office of a national advertising 
gency, a position he held for three 
years. 

He then rejoined the staff of the 
California Redwood Association 
and became head of the Promotion 
Division. 


Government Tightens 
Building Program 

The new Admnistration is tight- 
ening the screws on ex-President 
Truman’s “austerity” construction 
program. 

In an order issued by Director 
of the Budget Joseph M. Dodge, 
all federal agencies, including the 
Dept. of Defense, were ordered to 
take ‘appropriate action, including 
action to stop the work if this ap- 
pears advisable” on all construction 
projects that are not considered es- 
sential or do not meet the “strictest 
standards of economy.” The order 
applies to projects not yet started 
but authorized for fiscal 1954 as 
well as starts for the remaining 
months of this fiscal year. 

“It is the policy to proceed only 
with projects which are clearly es- 
sential, and on such projects to em- 
employ strictest standards of econ- 
omy”, the order stated. “All 
proposed or authorized construc- 
tion projects on which work has 
not yet begun are to be reviewed 
and construction initiated only on 
those projects which meet these 
criteria. 

“All going construction projects 
are to be reviewed according to the 
same criteria and appropriate ac- 
tion taken, including action to stop 
the work if this appears advisable.” 


NLMA Names 


Advisory Committee 

The National Lumber Manufac- 
turers Association has announced 
the appointment of a twelve-man 
Forestry Advisory Committee to 
augment the work of its committee 
on forest conservation. 

The establishment of a forestry 
advisory committee was approved 
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BUILDING 


. NL: 
KINZUA PONDEROSA PI 


is QUALITY 


tent 


et's face it—Kinzua Pine quality 

is too conspicuous to be overlooked! 
It's your key to “heads up” buying 
and selling, because Kinzua Pine is 
sold to you Quality Guaranteed. It 
must give complete satisfaction to 
you and your builders. 














wren ae: 


Kinzua Pine has always been sold “Quality 
Guarateed” because it represents one of the 
finest lumbers you can buy. Its precise manu- 
facture—the choice Kinzua saw logs—the soft 
uniform texture—its accurate grading—all come 
to you in a lumber that’s 100”, kiln dried direct- 
from-the-saw, 100°, stored and loaded under 
cover. Kinzua Pine’s appearance is bright and 
clean, its high quality immediately apparent. 
No wonder that Kinzua confidently sells every 
foot of lumber “Quality Guaranteed” . . . and 
no wonder that careful buyers prefer Kinzua 
Pine for quality and profits! 


ii j 
i 


like this better lumber Specify Kinzua 


suaranteed” Pine Products on your next order! 


ar’ KINZUA PINE MILLS CO. 


Gh Ply weed a -icle}, 


MEMBER NATIONAL WOODWORK MFRS. ASSN. INC MEMBER WESTERN PINE ASSOCIATION 
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by NLMA’s Board of Directors at 
their annual meeting last Novem- 
ber in Washington, D.C. 

The new group will advise the 
committee on forest conservation 
on important nationa! problems in 
the field of forestry. All members 
are recognized authorities in the 
field of forestry and forest land 
management with many years of 
practical experience. 

They are: Howard Bennett, for- 
ester of the Appalachian Hardwood 
Manufacturers, Inc., Cincinnati, 
Ohio; R. E. Broderick, executive sec- 
retary of the Northeastern Lumber 
Manufacturers Association, New 
























































































York City; Emanuel Fritz, consult- 
ant to the California Redwood As- 
sociation, San Francisco; William 
B. Greeley, vice president of the 
West Coast Lumbermen’s Associ- 
ation, Seattle, Wash.; W. D. Hag- 
enstein, forest-engineer of the In- 
dustrial Forestry Association, Port- 
land, Ore.; William C. Hammerle, 
forester of the Southern Pine As- 
sociation, New Orleans, La. 

Ernest L. Kolbe, forester of the 
Western Pine Association, Port- 
land, Ore.; H. F. Lathrop of Light- 
sey Bros., Miley, S.C.; Stuart Moir, 
forest counsel of the Western For- 
estry and Conservation Associ- 





for faster “over-the-counter” sales 











Quality tn three price ranges 
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Be « Brammer distributor 

















14 


at FACTORY ASSEMBLED AND LAQUERED 


ay FACTORY ASSEMBLED—UNFINISHED 
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st AND m 
EAL To THE CUSTOMne 


BRAMMER MANUFACTURING COMPANY, DAVENPORT, IOWA 
SHOWROOMS: CHICAGO: MERCHANDISE MART -:- 





SAN FRANCISCO: WESTERN MERCHANDISE MART 





ation, Portland, Ore.; William Scho- 


field, secretary-treasurer of the 
California Forest Protective Asso- 
ciation, San Francisco; George W. 
Stanley of the Kirby Lumber Corp., 
Houston, Tex., and O. T. Swan, 
secretary-manager of the Northern 
Hemlock and Hardwood Manufac- 
turers Association, Oshkosh, Wis. 


Johns-Manville Sales 
Above ‘52 in January 


Johns-Manville Corp. sales in 
January ran ahead of the like 1952 
month, A. R. Fisher, president, said 
recently at Fort Worth, Tex. He 
said the company expects the in- 
creases to continue for the rest of 
the year, barring greatly changed 
countrywide conditions. 

Mr. Fisher was here with other 
company Officials to inspect the as- 
phalt roofing plant bought last Oc- 
tober from Ruberoid Co. and to 
break ground for a 25,000-square- 
foot warehouse. 

Mr. Fisher said Johns-Manville 
expects home building in the U.S. 
to drop this year to about a million 
starts, compared with the 1,100,- 
000 homes started last year. He 
said, however, only about a third 
of Johns-Manville’s total business 
comes from the construction in- 
dustry. 

The new warehouse here will be 
used to maintain stocks of a wide 
variety of Johns-Manville products 
in addition to the roofing made in 
Fort Worth. 





















See 


Page 44 
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Recommend a Sargent Integralock to Sargent Integralock to point out to 
a customer—and you'll make a friend your customers. A shear pin in the 


for life. knob breaks when subjected to extreme 
aia ; _ tortion, causing the knob to spin 
: Because through te years Integralock harmlessly « «yet permitting, Key 
i : 2 . . - operation. 
vice, protection and convenience... 
extras that will assure continuing ap- Acquaint yourself with all the extras 
preciation. you can offer your customers in an 


r : Integralock, and you'll join the other 
The famous, nationally-advertised progressive dealers who make this 
Sargent SENTRY BOLT provides an Sargent product the bellwether of their 
added security supplied by nootherlock! —joek business. 


3 The SENTRY BOLT is positioned hori- Order Sargent Integralocks today— 
zontally for extra strength and released, available in smart brass or aluminum 
along with the latch, by just a quarter finishes. 
turn of the key. 

Write your Supplier or us for complete 
Here’s another unique feature of the information. Dept. 3B. 






Sargent and Company New York» NEW HAVEN, CONN. - Chicago 


Builders Hardware and Fine Tools since 1864 


Wisconsin Aunight fooxs 
WITH PRICES THAT 
PACE THE MARKET! 


Price is NOT always proportionate to quality. The famous Wisconsin Knight 
is designed right and built right—and boasts all the better features of top 
grade flush doors, yet its prices are ‘way down, to meet cost specifications 
for economy housing! 
























if you seek a flush door line that sells fast, and stays sold, and assures auto- 
| matic repeat orders, call for Wisconsin Knight! The line offers a full variety of 
styles that experience has proved the most popular sellers. 








YOU CAN JOIN THE LIST 


i BI R C # OF SATISFIED DISTRIBUTORS 


HANDLING WISCONSIN KNIGHT— 


i rt GUM Sold only through recognized distribution 
| channels, Wisconsin Knight is known across 
i America and in Canada as a money-maker. 


L AUAN All advertising inquiries are forwarded to 
our distributors for action. 


rs 
—— 


Interior & Exterior Investigate today! Ask for the full story . . 
With & Without by phone, wire, letter or teletype. 
Lights 








All Wood Throughout 
Floating GRID Core 
7-Ply Construction 


7-Py Cons Wisconsin Door Company 
—— TExas 4-8008 


10101 Lyndon Ave. Detroit 21, Mich. 
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ALUMINUM ROOFING... 


“‘a fast mover and real money-maker”’ 











Alcoa Roofing Dealer in North 


Carolina agrees, “It sells easy and 


we S SELL 


ALCOA 
ae anne If you number farmers among your customers, you can 
OFING do what this Aleoa Dealer has done with aluminum 
roofing. At the North Wilkesboro (N. C.) Hardware, Mr. 
H. Carl Buchan, Jr., owner, reports that “‘it is a fast 
mover and real money-maker.”’ And he adds, ‘‘We sold 


more than 34,785 squares in just 3 years.” 


makes satisfied customers!”’ 









Aluminum roofing, siding and accessories have been 
proved equal, and in many cases superior, to all other 
types in tests and in actual farm usage. Instances of 






aluminum roofing and siding in excellent condition after 
20 years are numerous. Aluminum won’t red rust or 
corrode ... is easier to handle, deliver and install, and 
keeps its fine appearance indefinitely—advantages that 
keep bringing in more new customers for Alcoa Dealers. 










- a ' : 
Remember, each sale of Aleoa Aluminum Roofing is a 


AND SELL THEY DO! H. Carl Buchan, Jr., and Petro big sale--with a big dealer profit. To get all the details 


Kulynych are sold on Aluminum Roofing by Alcoa. Through 






on how you can become the Alcoa Dealer in your locale, 
Alcoa’s national and trade publication advertising, plus radio 





plus an explanation of the attractive dealer profit picture, 
write: ALUMINUM COMPANY OF AMERICA, 2117-B Aleoa 
Building, Pittsburgh 19, Pennsylvania. 


and television, their customers are given plain, straightforward 






facts, usually resulting in a big sale. . . a big profit. 





| lf it } ry 
L 2] MTUTLOERS SUPPLIES | SUPPLIES we 2 SELL 
NORTH WILKESBORO HAROWARE .\ & C ‘@) .\ 


ALUMINUM 
TORO} Eye 












LIKE THOUSANDS of Alcoa Dealers, North Wilkesboro A FAMILIAR LANDMARK. Dealers displaying this sign have 


the backing of Alcoa —the greatest name in aluminum. It estab- 
lishes them as ‘‘Roofing Headquarters”’ in that area. Find out 
how you can be the Alcoa Dealer in your city. Write: ALUMINUM 
COMPANY OF AMERICA, 2117-B Alcoa Bldg., Pittsburgh 19, Pa. 


Hardware uses the handout pieces, estimation guides and other 





point-of-sale material furnished by Alcoa. Again in 1952, no 






other producer of aluminum can match the help which Alcoa 
offers its dealers 
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4 powerful reasons why you 
get more of what you want in 


1953 CHEVROLET 


Advance-Design Trucks 


MORE TRUCK FOR LESS MONEY! Chevrolet trucks list for less 
than any others of comparable specifications. Yet they bring you 
features and advantages found in few other trucks. For example, 
the advanced Loadmaster engine—standard in 5000 and 6000 
Series heavy-duty and forward-control models (optional on 4000 
Series heavy-duty trucks)—now has a new high-compression ratio 
of 7.1 to 1, and delivers even more horsepower than before. 


FACTORY MATCHED TO YOUR JOB! Every unit of the Chevrolet 
truck you buy is balanced to the job. Tires, axles, springs, engine, 
frame, body and brakes form a team carefully engineered for the 
greatest efficiency—and the lowest cost. 


GREATER VALUE IN FEATURE AFTER FEATURE! Two great valve- 
in-head engines—the Thriftmaster and the Loadmaster—provide 
greater gasoline economy. Hypoid Rear Axle, Unit-Designed 
Bodies, Flexi-Mounted Cabs and many other Advance-Design 
features offer value unmatched by any other truck at such low cost. 


MORE RUGGED THAN EVER! In 1953, Chevrolet trucks are even 
sturdier. Bigger, more durable brakes on many models; heavier, 
more rigid frames and stronger construction lengthens truck life 
and lowers your hauling costs. See your Chevrolet dealer. Chev- 
rolet Division of General Motors, Detroit 2, Michigan. 


Buitpinc Propucts MERCHANDISER 





CHEVROLET ADVANCE-DESIGN 
TRUCK FEATURES 


TWO GREAT VALVE-IN-HEAD ENGINES — 
the Loadmaster or the Thriftmaster —to 
give you greater power per gallon, lower 
cost per load. POWER-JET CARBURETOR — 
for smooth, quick acceleration response. 
DIAPHRAGM SPRING CLUTCH —for easy- 
action engagement. SYNCHRO-MESH 
TRANSMISSION —for fast, smooth shift- 
ing. HYPOID REAR AXLE—for dependa- 
bility and long life. TORQUE-ACTION 
BRAKES—on light-duty and medium-duty 
models and on front of heavy-duty models. 
TWIN-ACTION REAR BRAKES—on heavy-duty 
models, DUAL-SHOE PARKING BRAKE—for 
greater holding ability on heavy-duty 
models. CAB SEAT—with double deck 
springs for complete riding comfort. 
VENTI-PANES —for improved cab ventila- 
tion. WIDE-BASE WHEELS—for increased 
tire mileage. BALL-GEAR STEERING —for 
easier handling. UNIT-DESIGNED BODIES — 
for greater load protection. ADVANCE- 
DESIGN STYLING—for increased comfort 
and modern appearance. 





in demand ‘, 
in value 
in sales 
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THE NEW PLASTIC-FACED PLYWOOD ENGINEERED FOR 
PAINTING... SPEEDS FINISHING...CUTS COSTS 


Builders, home-owners, farmers and industrials . . . 
any one who paints will welcome this new paint 
grade plywood that makes painting faster and easier 
than ever before and provides a_better-looking, 
longer-lasting paint job at low cost. 

GPX GREEN is made from top-grade, solid-core 
Douglas Fir Plywood surfaced with a phenolic 
resin overlay bonded to both sides of the plywood 
under heat and pressure. It virtually eliminates 
cracking and checking, reduces grain raise to the 
minimum and provides a smoother painting sur- 
face. No sanding or priming is required ...one coat 
covers and lasts up to three times longer than on 
other materials. GPX GREEN bends to the same 
short radius as regular plywood. 


The requirements of paint dictated the specifica- 
tions of GPX GREEN. Because it fills your cus- 
tomers’ most exacting requirements, GPX GREEN 
will be a top plywood seller. Ask your G-P repre- 
sentative for the complete story. 


IT’S EXCLUSIVE ... IN COLOR AND SURFACE — After a decade 
of experience in plastic-faced plywood, Georgia-Pacific 
brings you a paint grade plywood that’s years ahead. GPX 
GREEN is made to an exclusive formula developed by 
Georgia-Pacific to meet the most exacting conditions. So 
look for green — GPX GREEN ... if you want the surface 
that’s engineered for painting. 


HUNDREDS OF USES — GPX GREEN is an all-purpose paint 
grade plywood designed for interior or exterior use as 
siding, walls, cabinets, furniture, displays, signs, shutters, 
cupboard doors, soffits, etc. It comes in standard 4 by 8 ft. 
panels and in thicknesses from 5/16 to 1-5/8 in. 


tell them all about GPX GREEN with these sales aids, 


available from your G-P representative. 


Mail out builder and 
general use folders — 


Attractive, factful folders, 
complete with your imprint, 
give your prospects the 
full time-saving and 


cost-cutting story. 


Display panel — 


Display a painted GPX 
GREEN panel prominently 
in your showroom 


Put up window and wall posters — 


On window or wall, eye-catching posters 


will flag attention inside and outside your use 


showroom folders, technical data 
sheets and ad reprints to 
explain all the 
profitable advantages 

of GPX GREEN. 
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GEORGIA — PACIFIC 


611-A2 North Capitol Way, Olympia, Wash. 
OFFICES OR WAREHOUSES IN: Augusta, Baltimore, Birmingham, 
Boston, Chicago, Cleveland, Columbia, Detroit, Fort Worth, 
Lancaster, Los Angeles, Louisville, Memphis, Nashville, Newark, 
New Castle, New Hyde Park, New Orleans, Olympia, Orlando, 
Philadelphia, Pittsburgh, Providence, Raleigh, Richmond, 
Savannah, Vine‘and. 


PLYWOOD COMPANY 
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Is it possible your present window business is 
“small game” compared to the sales you can set 
your sights for with 


THE WINDOW WOMEN WANT MOST? 


Auto-Lok is the window your builders need, too, because: 
Auto-Lok alone may change “FOR SALE” to “SOLD” 


wood WINDOWS 





Today's unprecedented demand for “awning- 
type” windows is being felt by builders and 
dealers everywhere. And AUTO-LOK is the leader 
in the field. Never before has any window had so 
much influence over the quick sale of homes. Never 
before has any window offered owners so many 
good features, with none of the disadvantages 
they've put up with in the past. 


AUTO-LOK WINDOWS reduce inventory prob- 
lems because they're quickly available direct 
from a jobber in your territory ...in the widest 
possible variety of sizes and combinations. They're 
delivered to you completely assembled ... easy 
to handle, easy to store. 








In hunting or business you can't afford to ignore 
big game. Put an AUTO-LOK demonstrator on 
your sales floor—now. You'll quickly see why 

TIGHTEST CLOSING WINDOWS EVER MADE! AUTO-LOK SELLS ON SIGHT. 


For name of your jobber and complete L Ry ak A ® 
inforination, write: 


7 Box 4541, Dept. AL-2A, Miami, Florida 


UDMAN LEADS THE wortod tnN window ENGINEERING 
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EDITORIAL 


Why Does a Dealer Fail? 


The elements of failure exist in even the most successful business. 


In business as well as personal life we often 
learn more from our mistakes and errors than we 
do from our periodic successes. 

If we are smart we can also learn a great 
deal from the mistakes and errors of the other 
fellow. 


With this in mind we sat down to determine 


Here are the findings: 


Ignorance of business fundmentals 
Poor salesmanship 

Insufficient sales promotion 

Lack of management experience 
Unprofitable pricing 

Bad housekeeping 

Failure to control inventories 

Poor public relations 

Stiff competition 

Trying to get volume with cut prices 
Selling discounts instead of merchandise 


Non-productive relatives in the business 
cutting profits 


Dishonesty and fraud 


The significant thing about this list is that 
even the most successful businesses have one or 
more of these “phenomena of failure.” 


Interested readers may want to check their 
own operations against this list—-the more items 


Buttp1nc Propucts MERCHANDISER 


just what causes typical lumber dealers to fail. 


We found that a comparatively few dealers 
go into bankruptcy— more close up and liquidate 
their business at a loss. 


We also found enough case histories to give 
us an ample basis for a study of the causes of 
failure in the retail building material business. 


Failure to plan operations 

‘Poor location 

Failure to train employees 

Complete dependence on contractor for sales 
Insufficient capital 

Loose credit policies 

Faulty personnel management 

Unreasonable overhead 

Poor financial management 

The inability to ask and get a profitable price 


Volume for volume’s sake rather than volume 
for profit’s sake 


Excessive fixed assets 


Lack of insurance 


you can scratch out as nonexistent in your opera 
ations, the greater the certainty of your success 


And if any remain it might be a good idea to 
take corrective measures at once. 
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How Dealers Solve their Lunchroom Problems 





Read about the different facilities other dealers have installed and how they use them. 


Not when do we eat, but where do we eat is the common problem 
nearly every dealer is up against. Lumbervard employes have come to 
expect dining facilities on a par with those furnished employes in 
other retail establishments. 

What type of lunchroom facilities should I furnish? Should I 
offer simple meals at cost—or for free? Should I provide separate 
facilities for office employes and yard men? Should I feed salesmen 
and guests who happen to call during the lunch hour? Should I hire 
a caterer or have meals prepared on the premises? 

These are some of the questions every dealer faces in solving 
the lunchroom problem. In an effort to help you, American Lumber- 
man has queried a number of dealers across the country. The pictures 
and text on the following pages is a cross-section of what dealers are 
actually doing to solve this problem. 


Briefly, this is what we have found: 


1. Most large yards provide hot lunch facilities right on the 
premises. Lunches are offered at cost or below. 

2. Almost every yard has a refreshment dispenser for customers 
—either coffee or coke. Refreshments are ‘fon the house” during 
certain hours of the day. 

3. Lunchroom facilities can be used to serve a double purpose: 
a pleasant place to eat and a place to show how installed building 
materials will look. 

4. Management finds that hot lunches pay off in terms of conven- 
ience, efficiency and employe morale. Lunchrooms serve as a place 
where business can be informally discussed with contractor customers 
or homeowners and also with employes. 





BEAUTIFUL CAFETERIA staffed by BIRTHDAY CAKE is baked for each 
four women in stainless steel kitchen employe on his birthday. Mrs. Ann 
serves 200 employes Markant is doing the decorating 


FREE COFFEE “with or without” is 
available to customers. Management 
says this is a good-will builder. 


CALIFORNIA: Serve 200 Employes Cafeteria-Style 


Staff of four women cook free lunch for workers Eac’s noon, six days a week, 
: ' - ‘ 2 Builders Emporium, Van Nuys, 
in stainless-steel kitchen at Builders Emporium, Van Nuys, = caji¢__ resembles a giant family of 
200 persons rather than a business 
organization of management and 
employes. This is the result of 


California. 
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the firm's lunch-room program. 

For each noon during the past 
year everyone at the giant build- 
ing supply house employes and 
executives alike has enjoyed a 
wholesome, well-balanced hot lunch 
in the firm’s specially built cafe- 
teria—free. 

About a year ago Builders Em- 
porium built a cafeteria adjoining 
its second-story offices. Designed 
and decorated by experts, the cafe- 
teria is equipped with an all-elec- 
tric, stainless steel kitchen. A staff 

of four women headed by Ann Mar- 
? kant, cafeteria manager, prepares 
and serves the food. 

Starting in the morning at 11:30, 
the first shift of 20 warehousemen 













— 







have their turn in the cafeteria. 
The seating capacity of the room 
is 50 people; 20 more persons take 
their turn at 15-minute intervals 
— warehousemen, drivers and of- 
fice personnel. Sales people have 
their lunch between 1 and 2 p.m. 

When drivers leave on a trip 
which will prevent their return at 
noon, the cafeteria packs a lunch 
for them! 

Typical cafeteria lunch includes 
juice, soup, entree, cooked vege- 
tables and beverage. Anyone may 
have seconds. 

The fully equipped cafeteria, 
comprising 1,944 square feet of 
space, also supplies coffee during 
morning and afternoon “breaks. 





Customers can serve themselves 
a free cup of coffee as they like it 

black, with cream or cream and 
sugar—just by pressing the right 
button. Window signs invite cus- 
tomers to have coffee “on the 
house.”” The management considers 
coffee an inexpensive but helpful 
good-will builder. 

A birthday cake for each em- 
ploye adds another family touch to 
personnel relations. A list of up- 
coming birthdays for the week is 
forwarded to the cafeteria mana- 
ger each week by Miss Gertrude 
Stark, personnel manager. Birth- 
day cakes are displayed until 3 
p.m. in the cafeteria when they 
can be taken home. 











LOOKING TOWARD the serving 
counter in the lunchroom provided 
by the Gee Lumber & Coal Co., Chi 
cago, Tl. 











Gee’s employes in Chicago. 








Hot lunches for sales and office 
employes are prepared in a modern, 
fully equipped kitchen on the mez- 
zanine floor of the Gee Lumber and 
Coal Co., Chicago. 








Seating capacity in the lunch- 
room is only 12 persons, so the 
traffic is regulated by a stop- 
and-go light system. When less 
than 12 people are eating, the green 
light, visible from the sales floor 
below, flashes on. 

Excepting pastry, all food is 
cooked in the kitchen by Olga Nel- 
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OLGA NELSON, cook, serves Kay 
Kraiss, secretary, while Ed Gee, Jr., 
waits to give his order. Blackboard 
carries luncheon specials for the day 


ILLINOIS: Low-Cost Meals Boost Morale 











KNOTTY PINE PANELING provides 
a pleasant decorative background in 
the lunchroom available to yard em 
ployes at Gee's. 






Nutritious meals, tastefully served, are enjoyed by 


son, who starts her culinary ac- 
tivities at 8:15. One main hot dish 
is served daily. These dishes have 
included beef, spaghetti, pork 
chops, chicken, turkey, corned beef 
and cabbage, spare ribs and meat 
loaf. Lunch is served from 11 a.m. 
to 1:30 p.m. 

Here is th? price list of standard 
items: 
Sandwiches (ham, tongue, tuna 


fish, egg salad, etc.) .30¢ 
Salad (fruit or vegetable) 15¢ 
Cake 13¢ 


Pie 15¢ 
Ice Cream 10¢ 
Milk ., S¢ 


Coffee 


The deep freeze is stocked with 
meat while dairy and pastry prod- 
ucts are delivered daily. 

About 35 employes are served 
daily. At Christmas around 160 
employes were served buffet-style. 
Everyone pays cash, including com- 
pany executives. The modest prices 
charged do not meet operating 
costs, but treasurer Jim Gee feels 
that the lunchroom does pay off 
in employer-employe relations. 

Sales bargains on the display 
floor, price-marked for employes, 
are featured on a bulletin board in 
the lunchroom. 


5¢ 
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TEXAS: Just Like Your Mother Used to Make 


Hot corn bread is a daily feature at the Scott Lumber Co., 
Amarillo, Tex., where excellent lunches are served free. 


If you want to enjoy a first-class 
lunch, drop around to the Scott 
Lumber Co., Amarillo, Texas at 
noon-time some day. 

President S. H. Scott has a 
three-room cottage back of the 
store and it is here that Mrs. Anna 
Brown prepares appetizing hot 
lunches that send Scott employes 
back to work feeling fit for the 





afternoon's work. 

Her tasty dishes include a solid 
main course like pork chops or 
roast beef accompanied by several 
vegetables and a salad, hot rolls, 
cornbread and a choice of several 
beverages and desserts. 

A checkered table cloth and cur- 
tains at the windows lend a home- 
like atmosphere. 


HOME - COOKED 
dinner is served free 
to employes and 
guests at the Scott 
Lumber Co., Ama- 
rillo, Tex. 





/° 


Contractors and salesmen who 
“happen” to be on the premises at 
noon time find themselves enjoy- 
ing a home-cooked meal that they 
will long remember. Not only is 
this a good labor-management 
idea, since the meals are provided 
free, but it enables the Scott sales 
people to get back on the floor 
promptly, especially important on 
busy days. 

(For a complete story of this 
modern building materials store, 
read “Selling from the Sales 
Floor,” in American Lumberman, 
Nov. 3, 1951.) 












One feature of the new Brown 
Lumber Co., Sweetwater, Tex. (see 
Jan. 26, 1953 issue for complete 
details) is the coffee and coke bar 


26 























TEXAS: Garden Tools Near This Hospitality Center 





which is adjacent to the garden 
tool department. Refreshments are 
“on the house” for anyone who 
happens to be in the store between 
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COFFEE and coke 
stand is situated 
where items 
ean be viewed sim- 
ultaneously. 


sales 





9 and 10 a.m. Paul E. Brown, own- 
er, enjoys refreshments with Mrs. 
Sybil Harrison, a sales woman for 
the company. 
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For well over 50 years Northern Woods have been recognized for their high quality. The 
Northern Lumber Mills are better equipped today than ever before to serve you with well- 
a manufactured, accurately-graded Northern Woods. Consult the firms on this page for your 
requirements in Northern Woods. 








Schneider Bros. Lumber Co. . . . . Marquette, Mich. “C. M. Christiansen Co. =2 =. =... ~Phelps, Wis. 









i Northern Hardwoods and Hemlock, Hardwood Dimensions. An outstanding Wisconsin lumber mgnufacturer — Hardwood. 
Rough Hardwood Tumings. Hardwood Pallets—any size. Plan- White Pine, Hemlock and Cedar Products. 
ing Mill and Dry Kilns. 















*+Holt Hardwood Co. . . . . . . Oconto, Wis. Wm. Bonifas Lumber C0. « yore’ “acn,) Sales Neenah, Wis. 


: : Northern Hardwoods, White Pine, 
Maple. Birch. Beech, Oak Flooring. Strip, Assembled Block 
Secinghene. Parquetry types: all types Heavy Duty Flooring. Modern Dry Kilns. Expert Millwork. 








* . 
* . P . 
+Boehm-Madisen Lumber Co. . . . Milwaukee 3, Wis. Goodman Lumber Company san? me, iat. Mis. 
Mills: Lake Linden, Mich., White Lake, Wis. Mirs. Hardwogds 7 rdwoods, Hemlock, » Pine, Basswood, Hard- 
ond Rerdweed Pioocien . KE. D. facilities available. L.C.L. ship- wood Dimension. Planing mill. Dry iins. Rotary cut veneers. 
ments kiln dried hardwoods from stock at Thiensvilie, Wis. 








“Michigan Pole & TieCo. . . . . Newberry, Mich. 


j Cadillae-Soo Lumber Co. ce : Sault Ste. Marie. Mich. Norther Hardwood Lumber. Old Faithiyl Hemlock. NORTH- 


ERN WHITE PINE, NORWAY PINE d Piling. Excellent 
Northern Hardwoods, Hard Maple a Speciaity. Hemlock, White Transit Millworking Facilities. ” — —— 


Pine. Modern Dry Kilns. Facilities for Surfacing. Resawing. etc. 





*Roddis Plywood Corporation . Marshfield & Park Falls, Wis. 


* Abbott Fox umber Co iron Mountain Mich Roddis Lumber & Veneer Co. of Mich Ironwood, Mich. 
4 oe and > of meteweie, Sentech and ; —— ie. & Veneer Co, Led. x Sani me. a + er gym 
White Pine. Planing Mills. Dry Kilns. Sete s.. Hemlock. W. Pine, Cedar Prod., Maple. 








Birch, Fig. Hdwd. Ven‘r'd Doors. Plywd. Mod. Dry Kiln facil. 


*+Connor Lor. & Land Co. «mils: taona, Mils.) Sates Marshfield. Wis. “Ahonen Lumber Co. . =. =. =.) . «. ‘Ironwood, Mich. 


K. D. & A. D. Hardwoods, Hemlock, W. Pine—Cedar Shingles, Northern Hardwoods, Hemlock, White Pine. Spruce. Planin 
Posts, Poles—Laytite Rock Maple & Birch Fig.—Dimension stock. Mill—Modern Dry Kilns. Sales agents for the “ ** bran 
MFMA Hardwood Flooring. 












“Horner Flooring Co. . . =. . =. Dollar Bay, Mich. *Copeland Lumber Co. . . =.) .) . .) Chicago, III. 


MFMA Northern Michigan Hard Maple and Birch Flooring Mills — Marquette and Cusino, Michigan 
i Northern Hardwood Lumber-—Custom Kila Drying Sales Office — CHICAGO — I35 S. La Salle St. 
; Telephone: Houghton, Mich. 852 Hardwoods, White Pine and Hemlock 












tMember Maple Flooring Mfrs. Assn. *Member Northern Hemlock & Hardwood Mirs. Assn. 
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OFFICE EMPLOYES ARE SERVED in a pleasant 


Sweet Lumber Co., Kansas City 


KANSAS: Sells Meal Coupon Books 


atmosphere at the R. L. 


Easy way of handling luncheon money developed 


by Kansas City dealer. 


Separate lunchrooms for yard 
and office employes are maintained 
by the R. L. Sweet Lumber Co., 
Kansas City. 


The office lunchroom is an at- 


tractive combination dining-confer- 
ence room with a wainscoating of 
knotty pine. Hot meals are served 
from the adjacent kitchenette. Em- 
ployes buy coupon meal books at 


YARD EMPLOYES use a picnic table 
set up in their locker room as a 
luncheon table. 


$5 each no charge problem. 

A typical menu features soup, 
sandwiches, meat, potatoes, dessert 
and beverage. Eight people may sit 
down at the table at one time. 

4 separate lunchroom for yard 
employes is found in the planing 
mill. This room contains a water 
cooler and a soda-vending machine. 
Redwood picnic tables serve as 
lunch tables here. 











STORE BASEMENT 
becomes attractive 
dining quarters for 
B. A. Chaplow Lum- 
ber Co., Detroit. 
Chef is pouring cof- 
fee for Mr. Chaplow 


MICHIGAN: Free Lunch for Office Employes 


That’s the policy at B. A. Chaplow Lumber Co., 
Detroit, where customers sometimes do their lunch-time 
shopping for another good reason — the food’s free and 


delicious. 


28 


B. A. Chaplow, president of the 
A. Chaplow Lumber Co., De- 
troit, provides a free lunch each 
day for his office employes. The 
hot meal is prepared by one of the 
employes, who also serves as a 
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Crossett QUALITY LUMBER 


is Your “Customer Insurance” 
for Dependable Repeat Orders 


Satisfied Customers mean repeat business. And nothing 
satisfies building customers like high grade, quality 
lumber. Grown right. Sawn right. Seasoned right 
Marked right. Shipped right. “These are standards of 
manufacture at Crossett assuring you the kind of re 
peat business which its the backbone of your operating 
profit. ‘Today, tomorrow, next year—you can depend 
on big mill quality production from Crossett. On 
what may we quote you? 


e@ Arkansas Soft Pine e@ Sheathing, Shiplap, 


e Satin -like Interior Dimension 


Trim, Finish, e@ Timbers — Treated 
Mouldings and Untreated 


CROSSETT LUMBER COMPANY 


G-8-O' S-5.€ TT, ARKANSAS 


Buitp1nc Propucts MERCHANDISER 








Wrapping up a good sale 


\ hen you wrap up Griffin Hack Saw Blades, you 


can be sure your customer will be satisfied. 


30 


He'll like their long-lasting sharpness and the 
smooth straight cuts they give. 


The finest steels, accurate machining and careful 

heat treating are skillfully combined to solve your 
; 

customers’ cutting problems, 


When you sell him Griffin Hack Saw Blades, you 
know he'll be back for more. 


For more information ask your jobber — or write 
to us. 


4 W. Pay yi La. 
[bgesffirs | ripper HAMPSHIRE 





Seles Agents: JOWM H. GRAHAM & CO. inc., 105 Buene Street, New York 8, N. Y. 





handy man about the store. 

“This policy has its amusing 
moments,” comments Mr. Chap- 
low. “On many occasions, certain 
customers find it convenient to be 
on our premises at the noon hour. 
We serve about 20 people each day. 


“When we have an office meet- 
ing and ask our employes to stay 
after-hours, we prepare a supper 
consisting of perhaps hamburgers, 
french-fried potatoes, vegetables 
and dessert. The whole idea tends 
to promote more friendliness 
among our personnel and also en- 
ables our meetings to get off to 
an early start. 


“The lunch period is also bene- 
ficial from the standpoint that 
many current problems arising 
during the day can be discussed 
while they are fresh in our minds. 
We have a phone handy so that if 
a customer calls for a particular 
salesman, he is readily available.” 


The Chaplow lunch room facili- 
ties are located in the basement of 
the store. Equipment consists of a 
gas stove, refrigerator, table and 
chairs. Eight people can be seated 
at the table at one time. 


NEW YORK: Sales Frequently 
Develop from Morning 
“Coffee Klatch” Sessions 


Sales leads quite frequently de- 
velop out of the “coffee klatch” at 
the Genesee Valley Building Serv- 
ice, Inc. at Mount Morris, N.Y., ac- 
cording to F. Douglas Wheeler, 
president. 


“One of the girls prepares cof- 
fee on our electric stove and every- 
one in the store and yard is in- 
vited in about 10:15 each morn- 
ing,” explains Mr. Wheeler. “It has 
developed to the point that many 
of our contractors and home 
handy-men drop in about 10:15 to 
place any orders they may have 
and sometimes bring a cake or a 
dozen cookies, 


“This 15-minute period develops 
some good fellowship that quite 
often leads to that much-wanted 
sale. Also, some of our former 
early morning contractors now 
place orders for the next day’s de- 
livery—which we like. 


“We have a minimum number 
of chairs (they don’t stay too long 
with no sitting privileges), plenty 
of coffee, sugar and cream.” 
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An easy-to-sell “EXTRA” 


that means extra profits for you 


AEE I 


Pittshurgh 
Full-Length 
Noor Mirrors 


— in the market for building products are 
natural prospects for Pittsburgh Full-Length 
Door Mirrors. Whether your customer is building 





or remodeling his own home, or whether he’s a 
building contractor, he probably already knows that 
a small expenditure for a door mirror adds a great 
deal to the value of the finished house. In either 


case, he has been pre-sold, through Pittsburgh’s ex- 





tensive advertising campaigns, on the beauty and 
convenience of door mirrors .. . and on the quality 
which is symbolized by the Pittsburgh Plate Glass 
label. 

Also important to you is the fact that Pittsburgh 
Door Mirrors require no costly inventory. When 
you order the standard Pittsburgh mirror “package” 
you get five 68-inch high mirrors, each in a different 
width—16, 18, 20, 22, and 24 inches. These five sizes 
will fit over ninety per cent of all interior millwork 


doors! All this means an easy selling job for you 





and quick turnover. 
If you're not already carrying Pittsburgh Door 
Mirrors—and the other Pittsburgh Glass Products— 


ee a - 


don't wait any longer to cash in on this opportunity 
for increased profits. Get in touch with the nearest 


. : ii Pittsburgh Plate Glass Company branch (on the 
MADE jp FROM west coast, the nearest W. P. Fuller & Co. branch). 

Pittsburgh Plate Glass Company, Room 3146, 632 
PITTS B U - G H Duquesne Way, Pittsburgh 22, Pa. 


This Pittsburgh labei is recognized by your customers as the murk 
of quality Plate Glass. Make sure it’s on the products you handle 


PAINTS - GLASS - CHEMICALS + BRUSHES - PLASTICS - FIBER GLASS 


PITTSBURGH PLATE GLASS COMPANY 
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Russwin Starling Points 


to bigger orders in builders’ hardware 


1 A wide selection of locks and 
latches in a variety of types, styles 
and finishes meet every need from 
cottage to skyscraper. 


4 


2 Night latches . . 


Pressure - cast 
aluminum miscel- 
laneous hardware 
. extra smooth 
finish of ball 
burnished brass 
or satin aluminum 
. sturdy, yet 
light . . rust. 
proof, economical. 


cluding one with case, 
bolt of pressure-cast 


Starting points to bigger orders or potentially big 
accounts are represented by each Russwin product 
illustrated. Customer satisfaction with one leads 
to customer demand for the others. 


Count on the complete Russwin Quality Line of 
Builders’ Hardware for greatest profit possibilities. You 
can be sure of always having a well-rounded stock 

to meet every customer need . . . uniform in size, 
finish, quality, packaging and price. Russell & Erwin 
Division, The American Hardware Corporation, 
New Britain, Conn. 


. six types in- 


strike and 
aluminum. 


This latch is equipped with 
brass, ball bearing pin 


tumbler cylinder 


- . «+ fea- 


tures free hand operation. 


—E—. 


3 Floor hinge . a leader in style 
and construction. Made with 
wrought steel plates and frame. 
Equipped with hold open device 


usswill 


DISTINCTIVE HARDWARE 


“PROVING THE ECONOMY OF QUALITY” 
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Forest Products 


Division of 


(lin Industries, Inc. 


SHREVEPORT, 
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LOUISIANA 


FROST PINE 
MANURACTORE 


Builds Your Reputation 
for QUALITY .. . 


Good manufacture and uniform quality at 


the source are Frost's first concern. 


Achieving and maintaining both, for 
decades, Frost makes sure these values 
reach you, by careful handling and loading, 


to your better profit. Here’s proof: 


“The quality of this car is excellent, straight and 
bright, and of exceptionally good quality for the 
grade. The +2 Dimension would easily pass for #1. 


Could use several more cars just like it.” 


FROM A 25-YEAR CUSTOMER 


“We are enclosing settlement for the car of yellow 
pine, and we are not forgetting to thank you very 
kindly for this shipment. The lumber was very good, 
and we are looking forward to many more cars from 


you in the future.” 


50 YEARS A FROST CUSTOMER 


“Have just finished unloading our car of lumber from 
Frost Lumber Industries, this car is the best car of 


lumber we have had in several years.” 


FROM A 40-YEAR CUSTOMER 


Better Let Us Quote. 





Swingin’ on the Gate 


2,400 pounds of Jeep and People hang from a 42 pound gate! IMPOSSIBLE?, NO!, 
WHY? It’s a tempered ALUMINUM “Life-Time” gate. Bull-strong, Light and Beautiful. 


Sizes four to sixteen feet ready to hang. Also made of galvanized Spring-steel. Guar- 
anteed for life against sagging. 


The Farmer is Ready to Buy! Be Ready to Sell! 
FOR COMPLETE DESCRIPTION AND PRices Write the Factory 
Nearest You 


ALPRODCO, INC. 
MINERAL WELLS, TEXAS 
ALPRODCO, INC. 
KEMPTON, INDIANA 
ALPRODCO, INC. 
DUBLIN, GEORGIA 
ARMSTRONG PRODUCTS, INC. 
BOX 437, ONTARIO, CALIF. 
ATLANTIC ALUMINUM CO. 
WAYNESBORO, VA. 
CARTWRIGHT COMPANY 
COLLIERVILLE, TENN. 
DERING INDUSTRIES 
SCAPPOOSE, OREGON 
HENRY FIELD ALUMINUM 
PRODUCTS 
SHENANDOAH, IOWA 
"4 WAYSIDE INDUSTRIES 
F MENTOR, OHIO 





MARSHALL COMPANY 
4747 W. COLFAX, DENVER, COL. 
MARSHALL COMPANY 
ARLINTON, NEBRASKA 





you'll be glad you DID 


OVER 400,000 
ALREADY IN USE 


— 
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Certatn-teed 


About 200 more Knox Homes have been added to this attractive Fleming Heights subdivision 
in Augusta, Ga., in the past year. All are roofed with Certain-teed Thick Butt Asphalt Shingles. 


EVERY HOME IN THIS MODERN DEVELOPMENT 





ROOFED WITH CERTAIN-TEED THICK BUTT SHINGLES 





“We use Certain-teed Thick Butt 
Asphalt Shingles exclusively on 
all our homes and find them very 
satisfactory.’* 


—Says E. Knox Withers, 
Knox Corporation, 
Thomson, Ga. 


When builders like the Knox 
Corporation use Certain-teed 
Thick Butt Asphalt Shingles 
exclusively in an important 
development like this, it’s first- 


\\I/7 


rate evidence for youto consider 
before your next roofing job. 


Certain-teed Thick Butt Shingles 
can do 3 important jobs on 
any roof: 


1. They’re tough, strong, highly 
weather resistant. That means 
longer life for your reof. 


2. They’re fire resistant—made 
of asphalt. That means a greater 
margin of safety. 


3. They’re made in a beautiful 
range of colors—from the new 
Silver and other pastel blends 
through the popular Blues, 
Greens, Reds, Blacks—in plain or 
decorative grained surfaces. That 
means a roof that adds charm 
and distinction to almost any style 
house, one that sells on sight. 


Write today for the new 32 
page full-color roofing book 
illustrating the complete line 
of Certain-teed asphalt shingles. 





a 


Bee ee 


BUILDING , 


ASPHALT ROOFING e SHINGLES « SIDINGS 


“ Ceoriain-teed 


REG. U.S, PAT OFF 


Quality made Certain... Satisfaction Guaranteed 


CERTAIN-TEED PRODUCTS CORPORATION 
128 E. LANCASTER AVE., ARDMORE, PENNSYLVANIA 
EXPORT DEPARTMENT: 100 East 42nd Street, New York 17, N.Y. 





ASBESTOS CEMENT ROOFING AND SIDING SHINGLES 
GYPSUM PLASTER ¢ LATH e WALLBOARD e ROOF DECKS 
ACOUSTICAL TILE INSULATION FIBERBOARD 
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STAMPED PAINT CANS show day of the month, year and number of 


cans in the shipment. 
quarterly basis 


Hammond's 


control 


system is set up on a 


Simplified Inventory Control 


Increased turnover, reduced inventory effected by 
Hammond’s California yards. Read how easy, rubber-stamp 


system works. 


Keeping the right number ef 
sales items on hand at all time is 
a problem nearly every dealer has. 

Hammond Lumber Co., which 
operates 323 retail yards in Cali- 
fornia, adopted a simplified inven- 
tory control system about two 
years ago which has proven satis- 
factory. 

“I believe that any yard which 
installs the system will realize a 
reduction in inventory and an in- 
crease in turnover,” says Dick Al- 
len, assistant supervisor of the 
northern California yards. 

“Before we adopted this sys- 
tem,”” continued Dick, “our yards, 
like most others, had no perpetual 
inventory system which covered 
the stock movement of paint, hard- 
ware and miscellaneous items. We 
knew what the turnover was on 
all items combined after taking an 
inventory, but not on each specific 
item, and this was what we were 
after. 

“We did not wish to install a 
perpetual inventory system because 
of the amount of work and ex- 


36 


pense connected with the proper 
operation of such a system. What 
bothered us most was the increas- 
ing paint inventories at all yards, 
plus the amount of loss on paint 
due to discontinued colors and 
types of finishes. 

“We found that in some instances 
the person actually making the 
purchases was not doing the daily 
selling and for all practical pur- 
poses had little knowledge of what 
was being sold. The person doing 
the buying was merely looking for 
holes in his stock, then ordering 
for replacements. 

“No thought was given as to how 
long it took to make this hole on 
the shelf. Incidentally, the paint 
manufacturer decided how much 
stock we should carry. We had no 
way of knowing if this was the 
proper stock unless we kept some 
sort of record and watched it care- 
fully. 

“We studied this problem and 
came up with the following system 
which gave us our answers. The 
only piece of equipment required is 


DICK ALLEN, 
of the northern 

yards operated by 
Lumber Co., worked in wholesale 
and retail building materials yards 
in Illinois and California before join 
ing the Hammond organization three 
and one-half years ago. 


assistant supervisor 
California retail 


the Hammond 


In addition to operating 19 re- 
tail yards in central and northern 
California, Hammond Lumber Co. 
conducts extensive logging, manu- 
facturing and wholesale lumber dis- 
tributing facilities 


a rubber stamp which can be pur- 
chased at any stationery shop. The 
stamp should consist of six rows 
of movable numbers and letters as 
follows: 


Day Month Year Quantity 


23 AJ 0 99 
EF 
AM 
PA 
YM 
UJ 
YJ 
UA 

cS 
co 
ON 
ED 


DAY of month will run 1 to 31. 


MONTH has been abbreviated and 
coded so that in the case of paint or 
other perishable items the customer 
will not likely be able to decipher the 
number and letters on the article. 


YEAR—only the last cigit will ap- 
pear in this column; 0 to 9 or 0 for 
1950; 1 for 1951, etc. 


QUANTITY—this number column 
will run from 0 to 99. It is the gen- 
(continued on page 86) 
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How to reach a fast-growing market: 


Su, micarta panels 


PLASTIC SURFACE 


to the “Do-it-yourself” trade 














Be sure to see the 
BEAUTIFUL NEW PATTERN 


Easy-to-work-with MIcARTA panels make it a cinch for the 


remodeling homeowner to beautify kitchen work 


surfaces. A few basic tools and a free Saturday are all . Meo) CRS 
a man needs to complete the job. The little “urging” he 6) y 
may need will come from his wife who, like thousands 
of other American housewives, has learned the story 
of MICARTA magic from national advertising. 
When this ever expanding “do-it-yourself” trade comes 
to your store, you'll make a friend as well as a 
profit if you suggest and supply MicarTA panels. 
Have them available in these easy-to-use sizes: 24” x 96”, 
30” x 60”, 30” x 96”, 48” x 96”. Fill in the coupon for 
information on how you can become a MIcarTA Dealer. 


J-06497 


UNITED STATES PLYWOOD CORPORATION 
55 West 44th Street, New York 36, N. Y. 


Westinghouse 


Please sev:d full information on your MICARTA 
Dealer Plan. 


NAME 
buted by UNITED STATES PLYWOOD CORPORATION 


wood organiza 


gest plywood organizat e ADDRESS 
and U.S.~MENGEL PLYWOODS - INC 


City ZONE STATE 


eee | 
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Dealer Borrows a Good Idea 


Dreaming up devices that save time and steps 

is a habit at the Sun Lumber Company, Van 

Nuys, Calif. Borrowing an idea from a restau- 

The “400” re- rant and another from a bedroom, their price 

movable window clerk is able to feed invoices to a staff of three 
(formerly A. RK. billing men without leaving his desk. 

1 Pe oueae The device consists of a 15-inch, restaurant- 


hence the name “400”. The new, patented spring type, spinning, circular disc and a wardrobe 
tension feature in the aluminum sash guide keeps slide. The disc is equipped with small metal 
out dust, eliminates draughts, cuts heat loss, and 


stops rattles. All signs point to the “400” becom- clips, which holds the invoices. By means of 
ing a leader in the near future. pulleys similar to those used with drape traverse 


rods, the price clerk conveys the disc over the 





Three equalizing, 5 heads of billing clerks, who simply reach up and 


spring set screws 
assure easy opera- 
tion of window at 
all times. It takes 
only a few sec- 
onds to make any 
needed adjust- 

ments. ; | Dae 194 /s2~ 


Centlemen: 


remove the invoices. 





Believing that it will be to the advantage of our sources 
of supply as well as ourselves, we intend to report to you on 
every shipment of lamber we receive. In this manner we think 
we might help you to serve us better, and generally have a 
closer business relationship 


) . This is a report on Car * AMP $032 our Order * 7506 
* . | your * 2-659 ° 
; k Comment: Car WFIS lean, Lumber Aid 
Mm iBy Stl, Add ne thes mares. Cue © 
; be cars yet received. 
{ ‘4 
’ ¥ 


CENTER LUMBER CO. 
GZ 85 Fulton Street 


| ‘ wa | | _ ee nergy oN Paterson 1, N. J. 
Atel 


The removable "400" window | 

nema anti aes op Sends Report Card to Suppliers 

Gating. The Center Lumber Co., Patterson, N. J. mill- 

work house, has a simple device for maintaining 

quality shipments of lumber. On every carload 

of lumber received, Center fills out a report card 
and mails it to the shipper. The card informs 

A.R.B.WINDOW SALES co. him of the exact quality of each shipment, as 


. determined by the yard’s foreman and graders. 
306 E. State Fair Ave. Not only does this practice serve to keep sup- 


Detroit 3, Michigan pliers on their toes, but it also assures prompt 


and careful attention by the yard’s own graders. 











See your local lumber dealer or write 
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Its time to roll up your sleeve... 





Easel Signs Help Sell 


A lightweight easel-type sign has been found 
to be a great selling aid by Blackstone Lumber 
Co., Fresno, Calif. 

Entire sign measures 21x60. Framework is 
of 1x2 construction with 21x30 hardboard 
panel forming back of card holder. Signs are 
painted on construction paper and slid into 
slots in sign frame. 

Sign has advantage of portability and may 
be stood at any store or yard location where an 
item is being featured. Another refinement is 
to paint the hardboard with blackboard slating 
for use as a blackboard sign. 

Blackstone uses two of these easel signs to 
spotlight various items on display in front of 
their building. Sales response has been grati- 
fyingly up on the items featured. 
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Mote Profit 


The removable “400” 
window has a strong 
appeal to both men 
and women because 
it has quality fea- 
tures, is trouble free 
and efficient. The re- 
movable “400” win- 
dow will blend with 
any: type of crchitec- 
ture. This makes it 
ideal for both re- 
modeling and new 
projects. If you want 
more business, take 
on the "400". A few 
choice territories are 
still open. 


The removable 
“400” window cuts 
labor costs be- 
cause it is.in- 
stalled easily and 


quickly. 


om 
a, 


{ 

1] 

I ’ 
i> Cutaway show- 
; ay ing the spring 
a es . Gluminum sash 
guides and ten- 


sion adjusting 
screw. 


See your local lumber dealer or write 


A.R.B. WINDOW SALES CO. 


306 E. State Fair Ave. 
Detroit 3, Michigan 


39 





New! Insulite announces 
ashbestos-cement shingles 


New, tested 
Shingle-Backer System 
developed by 


Insulite can 


1. Yes, this is an asbestos shingle 
sidewall! Insulite’s new Shingle-Backer 
System makes it look richer, more expen- 
sive. Yet, this better-built, better-looking 


1. Increase your profits on asbestos- 
cement shingle jobs... give youa 
complete package to sell. 


2. Build stronger, faster-selling, bet- 
ter-looking homes. 


3. Cost your customers no more than 
ordinary method. 


sidewall can cost $2.53 a square less, 
applied, than asbestos shingles over wood 
sheathing. And, it can increase your sales 
on asbestos-shingled homes. 


























system for applying 
to Insulite Sheathing ! 


AssESTOS SHINGLE — 


”* 
EA SHin6c€-BAcrér 
InsutiTe SHEATHING — 
a 
Yq Wooo larw ~_ 


KecviaR GROOVEO 
Aseesros SHine.e Nait 


2. Here’s how it works. First, apply 
Insulite Sheathing. Since one carpenter 
can sheath 1,000 sq. ft. in 8 hours or less, 
your customers save sheathing time. They 
also save the cost of applying building 
paper because Insulite Sheathing is water- 
proofed throughout with asphalt. They save 
material too . . . there’s practically no waste. 


3. Next, apply 11%" Shingle-Backer and 
the asbestos-cement shingles. This system goes 
on quickly and easily . . . increases shingle ex- 
posure from customary 101," to 11”. Provides a 
cushioned base for asbestos-cement shingles 
to reduce impact breakage. And since Shingle- 
Backer is completely waterproofed, it can be 
stored or used anywhere in any weather. 


4. System is self-aligning—saves time. 
Just line up shingle with top of Shingle- 
Backer, then nail. This feature, plus extra 
insulation value, less noise transmission, 
shadow-line beauty, reduced shingle break- 
age and low applied cost, makes this new 
Insulite system easy to sell . . . helps you 
increase sales. 


These builders found big savings! 


““We've tried this new Insulite System.” 
“You might think that this new system would 
cost considerably more than asbestos- 
cement shingles applied directly over wood 
sheathing. Actually, you can do it for about 


“I can save $42.00 on every job."’ 


“Besides the savings that we can realize, 
I'm getting beautiful well-insulated walls, 
too. As soon as the first house using this 
new system was completed, I got an order 


$2.50 per square less!”’ 


ED JUNCKER 
Edward Juncker, Inc. 


for another just like it!’’ 


EZRA OSTERHUS 
General Contractor 


Overland, Missouri Robbinsdale, Minnesota 


SEND COUPON TODAY FOR DETAILS AND INSULITE COST-COMPARISON FOLDER. 
FIND OUT HOW TO INCREASE SALES— HELP CUSTOMERS CUT COSTS! 


INSULITE DIVISION, Minnesota and Ontario Paper Company 
Minneapolis 2, Minnesota 


INSULITE, Minneapolis 2, Minnesota 


Please rush data on your new Insulite 
Shingle-Backer System for Asbestos- 
Cement Siding Shingles. 


UNSULITE 1S A PEG. 7... U.S, PAT. OFF, 


It will pay you to sell 


INSULITE 


4 Made of hardy Northern wood 


Name 





Firm 





Address 








NOW... HERES DRAMATIC 


PROOF THAT “HOME” BRINGS 
RESULTS! 


ERE’S real “proof of the pud- 
H ding”—the news you've been 
waiting for 94.8% of the 
dealers using HOME Maintenance 
& Improvement as their direct mail 
advertising program like the results 
HOME brings them so well that 
they want HOME again in 1953. 
This is a real testimonial of HOME'’s 
effectiveness. Now you can be 94.8% 
positive that your company too can 
benefit from this tested proven adver- 
tising program that reaches into your 
and homes to 


customers prospects 


sell for you 


HOME SELLS EVERYTHING FROM 
“HOUSE JOBS” TO HAMMERS 
HOME Maintenance & Improvement 


brings tangible results that make your 


Nee 


AMERICK'S TOP D 


cash register ring. From coast to coast 
come reports from dealers of sales 
big and small as a direct result of HOME 
magazine. The best part of the program 
is that once you put it into effect it 
needs no more of your ume. We do 
all the work. We mail HOME maga- 
zine, with your name on the cover 
directly to your present and prospective 
customers quarterly, four times a year. 
Thus you have an automatic adver- 


using program that is working all year 


long to bring you new customers. 


YOUR ONLY COST IS 11¢ EACH 


HOME 


is the biggest bargain ever 


offered lumber dealers. For just 11c 


> vA 


2) 2 OE Se 
ey ey Se 
Y, . ~ ~ 


per mame per issue you get the com- 
plete service which includes the big 68 
page full color magazine mailed per- 
sonally to your mailing list—and it 
even includes the postage. Your total 
yearly cost is only 44c which amounts 
to less than Ic per week to serve all 
your customers and prospects with 
your personalized HOME advertising 
program. Compare this low cost, com- 
pare the results and you'll know why 
94.8% of the dealers are renewing their 


home program. 


It's time, right now, to get your com- 


pany started, get the facts—mail the 


coupon for your FREE Copy of HOME 


Maintenance & Improvement. 


ary Py 7 
We DEALERS Noy USING “HOME” ° 


=~ 95 4 











Actually 814" by 11” 
with coverin full color 
and filled with full 
color photographs 
and illustrations that 
sell. 





YOUR OWN 
COMPANY 
MAGAZINE 


With your name on the 
cover and full page 
ad inside as well as 
editorial content de- 
voted entirely to you. 


Each issue of HOME contains 
completely illustrated, easy to 
follow, step-by-step articles 
covering 


REMODELING * ADDITIONS 
NEW HOMES * PLANS . DATE__ hw 
* DECORATING * PAINTING 
USE OF POWER AND HAND 
TOOLS PLEASE SEND ME A FREE COPY OF “HOME” and more facts about 
USEFUL HOBBY PROJECTS 


* HARDWARE APPLICATION how we can increase our sales and profits as soon as possible. 
FACTS ON LUMBER AND 


BUILDING PRODUCTS ETC. 





| Our Customer-Prospect list is approximately:(Please check closest figure) 
1001 + SOOT] 1,000( 5§000() 10,000) Over 10,000 Fj 





Company 


Address .. Telephone 


City ....... State 
My Name sincvasicontiale 


“HOME” Magazine, Dept. 253 
| c/o AMERICAN LUMBERMAN & BPS 


139 N. Clark Street, Chicago 2, Illinois 











Number 2 of a Series 


Just in case you missed us in our first appearance 
(Feb. 9th issue), ADviser is the new American Lum- 
berman feature which brings you practical advertis- 
ing assistance, and offers in each issue a full page of 
mats for use in your newspaper and other printed 
advertising. 

Increasing numbers of homeowners are becoming 
home-expansion prospects, as they find themselves 
squeezed between high new-construction costs on one 
hand, and a need for more living space on the other. 
For many, the most practical selution is finishing the 
attic or upstairs room area. These projects should be 
given special emphasis in your advertising this year. 

A big share of the selling job is being done for you 

by two separate and powerful sales influences: 

(1) Manufacturers advertising: The charm of a 
finished attic room is the theme of millions of dollars 
worth of national advertising being run by manufac- 
turers of insulation board, gypsum wallboard, hard- 
board, plywood, paints, floor tile, and other home 
products. 

(2) Magazine articles: Leading home and family 
magazines, regularly feature fascinating attic room 
transformations -— picturing “befores-and-afters,” 
showing how-to-do-it with the materials you sell. 

Alert dealers will take advantage of all this free 
support and jump on the bandwagon with local ads 
aimed at closing the sale. ADviser mats will help you 
do it. 

The key to more and larger modernization job sales 
(and this is from dealers who speak from experience) 
are the phrases “Only $0.00 per month,” “Easy Month- 
ly Terms,” etc. Installment selling has become a fixed 
part of the pattern of our economy, and a necessary 
sales tool of the building materials retailer. 

ADviser mats can be used to make up ads like 
those shown at right, or you can use them in your 
own individual style of layout. They are especially 
adaptable for “multi-item” ads of the type used so 
successfully by leading chain and department stores. 

Use the coupon below to order ADviser mat Page 
No. 2, or the first 12 mat pages of the series. 





(Please print or type your order) 


AMERICAN LUMBERMAN 
139 N. Clark St., Chicago 2, Ill. 


NAME 
COMPANY 
ADDRESS 


CITY ZONE_______ STATE 


[ ] Send me entire ADviser mat page No. 2. 
Check or money order for $3.95 is enclosed. 


[-] Send me first 12 ADviser mat pages as they are issued. 
Bill me at $3.95 per page. 
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SUGGESTED LAYOUTS showing how you can 
use ADviser mats in large or small ads 


1-col. layout 


serous + 


--2and you 
can build it 
in waste 


attic space 





























‘ow WSs 


YOUR NAME 





POST CARD mail- Look F hos a 
ings get more at- gt ae = 
tention when illus- MAS a 
trated. LO 
: meee () Cannan 

‘YOUR NAME 


2-column layout 


Copy under product cuts 
should describe exactly 


what you sell — 
room ie _— brand 
yeu ame name, sizes, prices. Your 
newspaper will set type. 


Suggested Copy “A” 


Let us show you how you 
can convert unused attic 
space into a charming bed- 
room, a cozy study, or even 
a complete apartment. 


We'll help you design it 
to suit your taste—and your 
budget. Choose from richly 
grained wood panelings, eco- 
nomical wallboards, and 
other modern, easy-to-apply 
materials. 


Whether you want mate- 
rials only or materials and 
construction, we'll arrange 
for easy monthly payments. 
Come in today for estimate 

no obligation. 





—<jo n=O 


YOUR NAME HERE 





(Inchide description and 
price per month of typical 
“package” job) 
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7 HERE'S THE 


extra rooin 
YOU NEED! 


/ ADviser Mat Page No. 2 














- Gn 


—* 


“Before” Attic MAT NO. 14 




















Attic Room, Figure and Heading MAT NO. 13 


Attic Room for 1-col ad MAT NO. 15 
for 2-col. or larger ad 


WHAT A BARGAIN! Only $3.95 for 
this entire page of mats—-a fraction 
of the cost of a single drawing. Mats 
are actual size shown here. To order, 
use coupon on opposite page. 




















Wallboard MAT NO. 16 








MAT NO. 22 MAT NO. 23 





NEXT ISSUE! ADviser Mat Page 
No. 3 will offer 13 illustrations to add 
picture-appeal and pulling power to 
Hardwood Flooring MAT NO. 18 Insulating Plank MAT NO. 19 your paint advertising! 


(for plain plank, tool out grooves) 
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Georgia-Pacific 
brings you a 
Great New Money-Maker 


VWepatWoon 


A RICHLY TEXTURED WALL PANELING PACKED WITH SALES APPEAL 


Today... all over the country, genuine wood 
wall paneling is in great demand. In remodel- 
ing and new construction, in commercial and 
residential... the beauty and style of natural 
wood is the universal choice of homeowners, 
builders and proprietors of commercial estab- 
lishments. Almost everybody would like gen- 
vine wood paneling. AND NOW ... to help 





WedgeWood 


is packed with SALES FE 


RICH TEXTURE—Exciting grain swirls creaté new 
patterns with eye-appeal and buy-appeal. 


NEW DECORATING IDEAS—iIn full-room or one- 


wall treatments . .. WedgeWood offers complete 


you cash in on this tremendous market. . . 
Georgia-Pacific brings you a brand new, 
richly textured wood paneling at a price 
within the reach of all your customers. Wedge- 
Wood gives you new styling to sell, new fea- 
tures to demonstrate, new low prices to 
capture the market and a great new sales 
opportunity in your community. 











DRAMATIC STYLING EFFECTS — Can be stained, 


or painted in two-tone combinations. 


FACTORY-SEALED, CARTON-PACKED — Wedge- 
Wood needs no priming. 4 x 8 ft. panels, 5/16 in. 
thick, are packed 10 panels to a carton. . 


freedom to the professional or home decorator. 








£ 


WedgeWood's initial cost is lower than most other 
decorative wood paneling. WedgeWood's easy 
installation and finishing provide additional sav- 


; Georgia-Pacific's complete package of sales- 
ings for builder and homeowner. 


stimulating promotional material can help you 
make more money with WedgeWood. 


COUNTER DISPLAY— includes painted samples in five different 
color combinations plus views of room settings in full color thot sell 
on sight 

FULL-COLOR BOOKLET—Full-color room scenes in this giveaway 
booklet will show your homeowner customers just how Wedge Wood 
will look in their homes 

SALES BROCHURE — mokes every sclesman on expert... gives 
the complete Wedge Wood sales story from A to Z. 

ENVELOPE STUFFERS—help you make sales through the mails to 
your key prospects 

PLUS—Post Cards, Newspop r Ad Mats, Radio Scripts, Publicity 
Aids, Price Lists, Fact Sheets and many more sales aids. 





BUILD UP YOUR PROFITS WITH 
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See for yourself 
how easily 
the magnificent 
modeling of 
WedgeWood 
fits modern 





or traditional 
styling. 


WedgeWood blends harmoniously with modern fur- 
niture fabrics and decorative accessories in commercial 


and residential applications 


WedgeWood provides a background of beauty for 
the fine craftsmanship and exquisite detail of period 
furnishings. You can always recommend W edge Wood 


sntennunimmneaage pinnneinieltitaicaie 


GEORGIA — PACIFIC 
PLYWO0O0D COMPANY 
611-B2 No. Capitol Way, Olympia, Washington 


OFFICES OR WAREHOUSES IN: Augusta, Baltimore, Birmingham, 
Boston, Chicago, Cleveland, Columbia, Detroit, Fort Worth, 
Lancaster, Los Angeles, Louisville, Memphis, Nashville, Newark, 
New Castle, New Hyde Park, New Orleans, Olympia, Orlando, 
Philadelphia, Pittsburgh, Providence, Raleigh, Richmond, 
Savannah, Vineland. 


THE SALES POWER OF WEDGEWOOD 
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ARDMORE, 


L-0-F WINS AGAIN 


IN “BLINDFOLD TEST 


Chester Swartz of Lyons Hardware, Inc., found: 


“On Brand ‘D‘ the glass cutter went 
down easier and the glass broke clean 
and straight. That saves a lot of waste 
in cutting bigger lights of glass.” 


. 


When Mr. Swartz ran cuts on tour unidentified brands of 


single-strength window glass, he immediately named the 
brand marked “SD” easiest to cut. 

*“—D” was L:O-F. 

It’s easier to cut L*O-F window glass into big pieces, 
little pieces; angled and curved pieces. You can even 
cut off thin strips close to the edge with a light stroke 

L.-O-F window glass cuts easier because it is annealed 
more slowly, more patiently. That makes it less brittle. 
So it’s a safer buy for vour customers, too 








Try It Yourself 
And Start Saving Money! 


You'll see why you have fewer bad cuts, less waste 
and more profit, with L°O-F. 

Anybody in the store can cut it. . 
tricky about it. 

Call your nearest L-O-F Distributor. These local 
businessmen are listed under ‘‘Glass”’ in the yellow 
pages of phone books in principal cities throughout 
the country. And send for your copy of our free 
booklet-——For Greater Profits on Window Glass. 

Write Libbey*Owens’Ford Glass Company, 
6523 Nicholas Building, Toledo 3, Ohio. 


. nothing 
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Evans Products Company has always recognized 
the distributors’ indispensable function in serv- 
ing customers. Our established Evaneer Distri- 
bution Policy is reaffirmed below. 

This policy will pay off for you whether you are 
a distributor, dealer, or user of Douglas Fir Ply- 
wood. Under this policy Evaneer sales are han- 
died by recognized distributors — who can 
properly serve the specialized needs of dealers, 
and through them, the ultimate user. 


A SOLID BASE FOR 
PROFITS IN PLYWOOD 


Evoneel 
1. Evons sells -. a 
through recognized distribute’ 


with 
1 Evons backs distributors ond dealers 


oggressive merchandising ond promotion material. 


4. Evons, on Associate Member of the National 
Plywood Distributors Association, actively par- 


— in plans and programs to enhance the 
= " ond strengthen the structure of the estab 
0 manufacturer -distr; ; 
“Gistributor. 
Of plywood distribution a method 


Evaneer from Evans’ own stands of timber, 
produced in Evans’ mills, shipped prompt- 
ly and dependably has made “Evans” mean 
“a good source of supply” for all standard 
grades of Interior water-resistant and Ex- 
terior water-proof Douglas Fir Plywood. 
Evans Products Company, Western Divi- 
sion, Dept. S-2, Plymeath Mich. Mills 
at Coos Bay, Ore Roschurg, Ore 
Vancouver, B.C 
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FROM ITS ORIGINAL RENTAL (floor sander), Douglas 
~ofiten tg Lumber Co, has expanded to include small items like 
= * cold chisels, Shown below is the Douglas company sign 


| TOOL RENTAL ‘ a in Dixie where rentals soon pay for them- 


tg 





: NDER 
FLOOR SAM 
TOOL RENTAL 
POWER TOOL RENTA 





Tool Rental Business Terrific 


Helps push sales of many other prod- 
ucts, dealers report. 


Se eee st Ste aE Tn 


“Even if you get only two new customers a week, 
you’re building business,’ says store manager Dan 
Hitchcock of the Douglas Lumber Co., Miami, Fla. 

The nice part about it, Dan adds, is that you’re 
also getting the cheapest kind of advertising—word- 
of-mouth. And you're building up to a volume of ac- 
cessory sales and impulse items. 4 ed. SKILL SAWS 

Dan started out with a floor sander. He parked two HOUSE JACKS 
signs out in front of his store, right along the high- Ei EXTENSION LADDER 
way, to advertise it! P ' c 

He didn’t have long to wait. His first customer had | ie LADDER JACKS 
the machine out for a two-day week end ($10). The ; MITER BOX 
day the customer returned the sander, Hitchcock had ts | CONCRETE MIXER ¢/ 
three calls for it; each one was from a neighbor of - BLOW TORCH 
the first customer. ieee: €6LEAD POT 

Since then the floor sander has been out better than a ae , WHEEL BARRO 
twice a week. At this rate it will easily pay for itself CALKING GUN 
in a year, but another machine will probably be added we , Pa | SAWN Spayee 
before that, however. 

With the success of the floor sander Dan turned to 7 
other tools. He added an electric drill ($2), then a belt oo ; i 
sander ($2.50), and gradually specialty tools, includ- — ———— 
ing pipe dies ($2), masonry drills (50 cents to $1), ANOTHER YARD, the Crow Lumber Co. 
and cold chisels. of Seattle, Wash., hangs rental sign on 

: ’ z fence near yard entrance. Sign is plainly 

The electric drill was out 20 times. The last renter visible from highway. 
bought it—at cost. 

With the rental business has come increased tool 
sales, plus plywood, concrete, lumber, nails, screws Miami Herald classified columns. 
and hardware. Paints, varnishes, stains, waxes and al- “This is the kind of service that takes the customer 
lied products have also seen a turn toward the better. out of competition and puts him where you want 

Dan advertises his tool rental service daily in the him—in your yard,” says Dan. 
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} Send me more information on the ROYAL 
) Send me information on your complete line. 





2081 $. Séth Street, Milwaukee 14, Wisconsin 


ALUMATIC CORPORATION OF AMERICA 


T52C 
ADDRESS 


seeesese ttt tt tpt ttt tte 
Bee e eae e a eee eee ee aseeeeed 
8888008888888 ee ee eee 
Bee eee eee e888 eee eee 


FIRM 
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g it sell on sight! 


The RQYAL gives the home- 


market for a low 
owner (and you) the very best 


ROYAL at your store! 
hinges, latches, closure 


dollar deal in history .. . 


@ Everlasting extruded aluminum construction 
@ Interchangeable storm and screen sash 


this amazing door in stock, 
@ Complete hardware ~ 


that tell people to see the 
and watchin 


combination door — and we 
Reap the rewards of ads in 
magazines like these — ads 

If you haven’t ordered yet, 
you'd better move fast, because 
dealers everywhere are putting 


s a tremendous 
low cost! 
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@ Special aluminum jamb 


45 aoveatisto 


Tel O8Y Mune S 
ile dete 
Guaranteed by 


have the best door at any price — the Alumatic ROYAL! 
Good Housekeeping 


ROYAL is the best beauty treatment their homes can 


Now we’re unleashing our big guns, to tell over 
90,000,000 readers of national magazines that the 


cost, quality aluminum 
get — at surprisingly 


WE KNOW there’ 
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PRODUCTS 
BEAR 


ALUMATIC 
THIS 


COVETED 
SEAL 











THREE STAGES of assembly are of- 
fered in Brammer’s new cabinets, 
along with dealer display material. 


FINISHED CABINETS give interest- 
ing effect of wild wood grain, ob- 
tained from rotary cutting of birch 
vencers., 


New Do-It-Yourself Cabinet Line 


The Brammer Mfg. Co., Daven- 
port, Ia., recently announced its 
new line of kitchen cabinets tail- 
ored for the do-it-yourself market. 
Of natural birch, with Ponderosa 
pine frames, and continuous coun- 
ter tops of plastic, the cabinets 
give a customized look at from 
25% to 50° less cost than other 
lines. 

You can offer Brammer cabinets 
to the customer in three different 
forms: (1) completely unassem- 
bled, (2) assembled but unfinished, 
(3) asembled and finished in clear 
lacquer. 

Individual parts are milled, joint- 
ed and glued at the factory. Holes 
are pre-bored and drawers are 


STRONG MERCHANDISING possibil 
ities are apparent in the Brush-Pac, 
left, with individual carton, center, 
and display-counter carton of 12 
brushes, right. Brush is guaranteed 
against defects, is available in three 
popular sizes in both bristle and 
tipped nylon 
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dovetailed. Assemblies for each 
cabinet are packed flat in a sepa- 
rate carton, with hardware 
for assembly. 

Two unique features of the new 
cabinets are continuous shelving 
and the use of sleeve-connected 
bolts for fastening units together. 
The first of these features is the 
result of omitting side panels and 
the use of dowel supports for 
shelves. 

Assembling the cabinets requires 
no more than hammer and screw- 
driver, a fact of no small interest 
to the homeowner. And for the 
dealer there are these advantages 

minimum shipping charges and 
les warehousing space 


, ready 


New Packaging Idea 
For Paint Brushes 


Protection of paint brushes at 
all times is the aim of Edward E. 
Robinson, Inc., brush manufactur- 
ers of Nutley, N.J. The firm has 
recently turned to the production 
of individually packaged brushes 
an idea that promises to be a shot 
in the arm to the do-it-yourself 
trade especially. 

With the Brush-Pac method of 
packaging, Robinson can assure 
the arrival to the consumer of fac- 
tory-perfect brushes every time. 
That is because Brush-Pac protects 
each individual brush from bristle 
damage. 





RIDGEWALL, a versatile wall cov- 
ering of tough polystyrene plastic, 
resists scratches, abrasions and ether 
abuses yet is easily worked with or 
dinary hand tools. It needs no up- 
keep and can be applied directly to 
masonry walls without the use of 
furring strips. 


New Plastic Wall Covering 
For Do-It-Yourself Market 


A plastic wall covering that can 
he worked with common hand tools 
is now being marketed by the 
Ridge Plastics Co., Elyira, Ohio. 
The material is made from high- 
impact po'ystyrene plastic and is 
available in 1’x8’ sheets. 

Ridgewall can be planed, sawed, 
drilled or chiseled. It also can be 
scored with a linoleum knife 
lengthwise along the ridges and 
snapped like a piece of glass. These 
qualities make it a natural for the 
do-it-yourself trade. 

Ordinarily it is applied to a wall 
with either nails or by means of 
an approved wall tile cement. As 
long as the surface is level and 
free of loose particles of mortar, 
etc., Ridgewall also can be applied 
over concrete blocks. 


The care, cleaning and storing 
of brushes is all described in detail, 
with diagrams, on each package, 
together with instructions on which 
brush to use for certain jobs. This 
appeals to the home handyman, 
and it also saves the dealer time 
in explaining these facts. 

No longer does the user have to 
clean a brush and then throw it 
in some drawer or leave it on a 
cluttered shelf; now he can hang 
it up in its original package, free of 
dust and clear of objects that might 
otherwise cause damage to bristles. 

Individual packaging also aids 
jobbers and wholesalers. They do 
not have to repackage brushes for 
shipments in small lots, nor listen 
to complaints about unsaleable 
brushes. 
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Bet Gee 


WINDOWS 


Increased oor assures 5 to 10 day delivery on every 





style and size of BEE GEE Window. Result: easier sales 
bigger profits. ; 


“Clean the OUTSIDE from the INSIDE’ —really sells BEE GEE 


Windows. Feature most wanted by housewives everywhere. 


There are 42 styles and sizes of BEE GEE Windows to choose 





from. All distinctively modern light airy! 


S 2te t e = 
One complete unit consisting of fram fitted sash, copper Write today fer 
screen, glass and all hardware installed at the factory complete BEE GEE Window 
Ready to set in the wall! details and Catalog. 


BROWN-GRAVES CO., Dept. AL-104 


BROWN- GRAVES CO. Fae 
Akron I, Ohio aa) 


CITY 
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AMONG THE DEALERS 


NORTHEASTERN’S NEW OFFICERS, left to right, Jay 
Platz, N.Y., third vice president; Oliver 
J. Veling, Dohn Fischer & Co., Buffalo, N. Y., 
president; 
Morin, Fulton, N.Y., retiring president; Deyo W. John- 
son, Ellenville, N.Y., first vice president; Arthur Clifford, 
Bridgeport, Conn., second vice presi- 

Hollingworth, Lowell, Mass., 


LeFevre, New 


J. Harold Stacey, Windsor, Vt., 


A. W. Burritt Co., 
dent, and Joseph FE 
vice president 





left, a 
treasurer; 


Frank H. ing Materials 


Quincy, Mass.; 
fourth 


AMERICAN LUMBERMAN’S EDITOR, Arthur A. Hood, 
convention speaker, 
for excellent point-of-sale displays offered by the Build 
Exhibitors 
Sydney L. Smith, Lansing Lumber & Coal Corp., Rens- 
selaer, N.Y.; Everett Grossman, L. Grossman Sons, Inc., 
Clarence J. 
Coutu Lumber Co., 


presented “Oscar’’ awards 


Association. Recipients are 


Coutu and Norbert C. Coutu, 
West Warwick, R. I. 


Bright Outlook for Northeastern Dealers 


59th annual convention in New York City discusses 
vital operating problems; J. Harold Stacey, Windsor, Vt., is 


newly-elected president. 


Dealers at the 59th convention 
of the Northeastern Lumbermens 
Association were optimistic about 
the business outlook for 1953. 

Nonetheless, the subjects dis- 
cussed by dealers themselves at 
their management breakfasts and 
general meetings indicate that all 
dealers face one common problem: 
halting increasing operating costs. 

Ways to beat increasing costs 
and step up profit margins, most 
dealers agreed, is to improve mer- 
chandising and advertising meth- 
ods; encourage consumer selling; 
check accounts receivable more 
closely; control inventories and ac- 
quire materials handling equip- 
ment best adapted for use in their 
individual yards. 

The threat of the prefab was 
pointed up by Frank H. Morin, 
Fulton, N. Y., who declared that 
prefabricated homes “doubtless will 
be a factor that we cannot ignore.” 

“Our job today,” Mr. Morin said, 
“is to study the needs of consumers 
and to meet their requirements 
with ideas which will transform old 
houses into modern homes and 
which will find new and better uses 
for lumber, brick, plywood and 
metals.” 

J. Harold Stacey, 


Stacey Fuel 
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& Lumber Co., Windsor, Vt., newly- 
elected president, joined Paul S. 
Collier, executive vice president, in 
emphasizing the tremendous repair 
and remodeling market open to 


CONVENTION SOCIAL HIGHLIGHT 


which the main speaker was Dr. Norman Vincent 


dealers who go after it. 

Roy Wenzlick, real estate ana- 
lyst who made his 18th consecu- 
tive appearance on the convention 
program, said that construction 
costs are more apt to drop slightly 
this year than rise. 

“Any major movement, either up 
or down during the year, is quite 
improbable,” he said. 

The convention, upon recommen- 
dation of the resolutions commit- 


luncheon on the final day at 
Peale. The grand ball 


was the 


room of the Statler Hotel was crowded for this event. 
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To many dealers, winter 
means worry about lumber 
deliveries. But our customers 
have 
They 


know that through our close 


are a happy lot. They 


good reason to be. 


contact with most B.C. mills, 
both coast and interior, we 
can supply what they want 
when they want it. And our 
prices and specifications com- 
pare with the best. We have 


supply insurance — 


Pacific Western Lumber Co. 
of Canada Ltd. 


Vancouver 2, B. C. 
602 W. Hastings St. MArine 2571 
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FRANKLIN GLUE 
HARDWARE WEEK 


Special GIVES YOU 


we —_ 


24 tubes of Franklin 
Glue — 50 book 


motches 


Genulhe 
HIDE GLUE 


Franklin Glue is the only genuine HIDE GLUE 
in liquid, ready-to-use form for retail sale. It's 
universally used by the woodworking industry and 
has been adopted and enthusiastically acclaimed 
for Industrial Arts use in schools in every state in 
the Union. Franklin Glue is “the choice of fine 
craftsmen everywhere.” 


This Hardware Week Special gives you a profit 
of $9.30 on a purchase of only $11.40. Your sales 
are assured by the largest ads in color of any 
glue in the home crafts publications. In addition, 
Franklin Glue is part of the irha Hardware Week 
promotion and offers free matches, window 
streamers, counter displays, folders and news- 


paper mats as an extra help for you at the point 
of sale. 


KIT CONTENTS AND PRICES 


gsFREE to SELL @ 15¢ EACH 
y abaadel oe Y4 PINTS TO SELL @ 50c EACH 
6— 1, PINTS TO SELL @ 85c EACH 
4 — PINTS TO SELL @ $1.50 EACH 


PLUS BOX OF 
50 BOOK MATCHES 


NATIONALLY 
“ADVERTISED, “TOO 


THE FRANKLIN 


147 W. Chestnut St. 
Columbus 15, Ohio 


RETAIL VALUE . $20.70 
POR GORY ...coes . $11.40 


44.9% PROFIT ... .$ 9.30 


GLUE COMPANY 


Order from your wholesaler 


Available only until April 15th 





tee headed by Deyo W. Johnston, 
Ellenville, N.Y., voted to petition 
Congress to “make possible by ap- 
propriate action the equalization of 
freight charges by individual man- 
ufacturers to delivery points of 
buyers, to the end that all areas 
of the country may be more ade- 
quately served and the interests of 
the consumer protected.” 

Mr. Stacy is the first Vermonter 
to head the asociation. Russell L. 
Fish, Scituate, Mass., presented the 
report of the nominating commit- 
tee. Other officers elected were: 
Deyo W. Johnson, William H. Deyo 
Co., Ellenville, N.Y., first vice pres- 
ident; Arthur Clifford, A. W. Bur- 
ritt Co., Bridgeport, Conn., second 
vice president; Jay LeFevre, A. P. 
LeFevre & Son, New Platz, N. Y., 
third vice president; Joseph E. Hol- 
lingsworth, Pratt & Forrest Co., 
Lowell, Mass., fourth vice presi- 
dent. 

Directors elected for one year: 
A. D. Barnes, F. D. Cook Lumber 
Co., Nashua, N.H.; John H. Corey, 
Providence Box & Lumber Co., 
Cranston, R. I.; John Grossman, 
L. Grossman Sons, Inc., Quincy, 
Mass.; Howard W. Hotaling, Peck- 


giant, 
Yellow Dov 


This shot of 


2ie River 


glas Fir 


close 


ham Lumber Corp., Schenectady, 
N.Y.; Harold U. Manchester, Port- 
land, Me.; Edmund §S. Smith, J. E. 
Smith & Co., Inc., Waterbury, 
Conn.; John F. Willson, W. B. 
Fonda Co., St. Albans, Vt. 
Directors for two years: William 
P. Miner, The Miner & Alexander 
Lumber Co., New London, Conn.; 
for three years: Richard W. 
Cowles, Valentin Lumber & Supply 
Co., Springfield, Mass.; Joel C. 
Robinson, Harris, McHenry & Bak- 
er Co., Elmira, N.Y.; Ralph E. 
Lunn, F. E. Lunn & Son Lumber 
Co., Wellsville, N.Y.; W. Harold 
Van Tuyl, Nassau Suffolk Lumber 
& Supply Corp., Amityville, N.Y. 
and Elmer S. White, Finch Pruyn 
& Co., Inc., Glens Falls, N.Y. 
The convention attendance ex- 
ceeded 4,500. Dealers and their 
wives enjoyed a diversified enter- 
tainment program which included 
three days of special events for 
the ladies and a stag dinner for the 
men sponsored by Hoo-Hoo. 
Andrew Heiskell, publisher, Life 
Magazine, warned dealers that they 
cannot depend upon a sympathetic 
Administration to solve their prob- 
lems. He said each dealer must do 


an 
' 
Rosboro s 


to the type Of 
e manufacture 


grain, 
oduced by 


his part to build a strong relation- 
ship with the public. The light con- 
struction industry must be sold at 
all ievels—from the manufacturer 
to the consumer. 


Western Retail Holds 
50th Annual Convention 


More than 1200 members trom 
three states attended the 5Uth an- 
niversary convention of the West- 
ern Ketail Lumbermens Associa- 
tion, January 2U-2Z at the Hotel 
Multnoman, rortiand, Ore. 

Ciayton C. Morse, Builders Sup- 
ply Co., Astoria, Ore., was elected 
president ot the association tor the 
comiug year. Morse, an OSC tor- 
estry graduate, was a vice presi- 
dent this year. 

New vice presidents are: Harvey 
O. Hoff, Gunder W. Kjosness, 
James R. Carder, R. E. Harlan, 
W. W. McCready, T. W. Gamble, 
E. R. Nailor and Leon R. Weed- 
man. 

Elected to the board of direc- 
tors were J. L. Baughman, Dwight 
Johnston, Vance Mauser, Allen R 
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FORD'S FINE FEATURES MEAN 
EXTRA SALES FOR YOU! 


Give your customers more for their money by 
offering them Ford flush doors. Ford’s quality construction 
and beauty sell on sight—yet efficient volume production 
means they sell for a price unmatched in any door of simi 
lar quality. Look at these merits! 


All-wood 7-ply construction Attractive 3-ply 1/20 Birch 
veneers Two lock blocks for hanging on either side 
precision cut, perfectly sanded Air vents top and bottom 

Bonded with highly resistant glue Exterior and interior 
models Quality materials and construction throughout 
Lowest prices for greater sales! 


DISTRIBUTORS: Write today for full informa 
tion about money-saving, profitable FOPD 
doors! 


RETAILERS: Send for name of your nearest 
distributor! 


NORTHPORT 


FLUSHWOOD DOOR CO. 


Northport, Michigan Phone 2322 
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would have been 
pleased! 


Paul Bunyan’s Blue Ox, Babe, would be mighty 
pleased could he be here today to frolic across a 


floor of Robbins Hard Maple flooring! 


Babe, who measured 42 axe handles between 


the eyes, helped make this flooring possible. 


In the Spring, when the first tender flower shoots 
appeared, Babe would go bounding off across North- 
ern Michigan, kicking his heels. And every time 
Babe touched his mighty hoofs to earth he left a 
deep hollow that soon filled with Spring’s melting 
snows and formed a delightful lake! At least, that’s 
the story. 


It’s a fact that the Northern Hard Maples 

grow near the lakes, straight and tall. They 

© are spread to the rain, sunshine, and the 
bitter cold of winter, year after year. And they 


become rugged, tough, almost as hard as a rock! 


Robbins uses this hard maple. Such flooring 
has strength ... installs easily and economically. 
And lasting beauty? Look at any Robbins floor 
and you'll understand why Robbins is the world’s 


largest manufacturer of maple flooring. 


Members Maple Flooring Manufactus ers’ Association 


MILLIONS 
ROBBINS FLOORING COMPANY}: 
Reed City, Michigan ® 
Write Dept. A, Reed City, Michigan for illustrated literature ; 


Ishpeming, Michigan 











Smith, Ray C. Blackstock, W. O. 
Boyer, Harold R. Brownson, and 
V. L. Johnson. W. W. McCready 
was also elected to the executive 
committee. 

William Bell, managing director, 
made a graphic comparison of the 
home today with the 1903 house. 
Despite the “high cost of construc- 
tion,”’ a $10,000 home today, but 
with the same conveniences and 
type of construction as 1903, would 
cost only about $2,500, he said. 

Everett B. 

Wilson, public 
relations direc- 
tor, NRLDA, 
Washington, 
D. C., stressed 
the importance 
of good public 
relations in ev- 
ery industry. 

“Public rela- 
tions,” Wilson 
said, “is what 
you do every 
day, in operating your individual 
business. They can be good or they 
can be bad. If you carry out an in- 
telligent program you'll make 
friends and help our industry.” 

Wilson cited Western Retail’s 


E. B. WILSON 








participation in the ‘Farm-in-a- 
Day” at Moses Lake as an example 
of skilled public relations which 
gained national and international 
publicity. 

Advantages of 
the open - end 
mortgage for 
home remodel- 
ing, and its 
mushrooming 
growth across 
the nation, were 
outlined in one 
of the major ad- 
dresses by Ar- 
thur S. Gold- 
man, market re- 
search director 
of House & Home and housing con- 
sultant of Time, Inc. 

He pointed out that, under the 
open-end loan, a home owner who 
has paid part of his original mort- 
gage can borrow again up to the 
full amount of the loan for home 
improvements such as a new roof, 
furnace and remodeling. 

“Bankers are joining the trend,” 
he reported, “since it gives them 
the opportunity to help the home 
owner with much of his credit pur- 
chases without risking foreclosures 


A. 8S. GOLDMAN 





Sheathing, Goards. Dimension 


* 


PRE-FINISHED HARDWOOD FLOORING 
HARDWOOD LUMBER 


that come with too heavy an in- 
stallment load.” 

Gerald F. 
Hoppe, sales 
promotion man- 
ager, Insulite, 
with the aid of 
a projector, 
showed exam- 
ples of success- 
ful merchandis- 
ing by retail 
building mate- 
rial dealers. He 
proved with 
factual _ statis- 
tics the value of ‘new ideas put to 
work.” 


G. F. HOPPE 


Southwestern 
Annual Convention 

A spirit of optimism prevailed 
at the 65th annual convention of 
the Southwestern Lumbermen’s 
Association, January 28-30 at the 
Municipal auditorium, Kansas City, 
Mo. Attendance was 3,700, some- 
what less than last year because 
of the ‘“‘flu’’ epidemic. 

Dealers reported that they ex- 


pect the large volume of business 
(continued on page 87) 


Secauce we grow 
our own LrEeEe8 
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“Put Delta tools out front where customers can 
see them” is a basic idea in Gee's vigorous sell- 
ing policy. Every tool is plainly price-marked, 
ond Gee's convenient terms make it easy to 
buy. In the background are wall-panels of Delta 
accessories—" Wonderful salesmen!” says 
Edward Gee, Sr. 





Big stock, dominant display and 
DEMONSTRATE-DEMONSTRATE-Demonstare/ 


is Gee Lumbers formula for selling DELTA 7oo/s 
— says EDWARD GEE, SR., President Gee Lumber & Coal Co., Chicago 


SHOW 'EM HOW!—“ ‘Demonstration’ is. the corner stone of our 
Delta Merchandising,”’ says Edward Gee, ‘“‘we educate beginners, and 
then keep right on working with them, figuring out ways to do prob- 
lem-jobs.” 
SHOW THE TOOLS——‘‘We use dominant displays. Our Hobby Shop has 
a fine location and we really get ’em in! And Delta tools are ‘natural’ 
display material—make great windows.” 
PLUG ACCESSORIES—“‘You’ll notice one whole wall of the Hobby Shop 
lined with Delta accessory panels. These items are perfect reminders 
of the great variety of extra things a fellow can do, with a few acces- 
sories. We also give prominent display to Delta project books.”’ 
BIG STOCK—‘‘We aim to be Delta headquarters for our neighborhood— 
which means prompt deliveries, and being able to show a man the 
tool he’s interested in. Complete inventory is the answer!”’ 
ADVERTISE!—‘‘We are vigorous advertisers—a weekly half-hour on TV 
and frequent newspaper ads. Delta tools are ideal for both.” 
TOOLS SELL LUMBER—‘“The more Delta tools we sell, 
the more lumber we sell—no mystery about that.” 
You can easily set up a Delta Homecraft Power Tool 
Department that delivers two benefits: 
® a profitable big-ticket business that 
ae eee ae ® automatically sells more lumber 
est attention-getting in Gee's 7 “ = 
fine Hobby Shop is the DELTA. Your Delta Homecraft distributor can help—ask him 
SHOP, revolutionary 4-in-1 about it. Delta Power Tool Division, ROCKWELL 
combination tool. Here demon- 


quater rama @ \elter odee. Manufacturin “ard 678B N. Lexington Avenue, 
Pittsburgh 8, 


DELTA ovatity power toois 
Another Product of Rockwell 


DELTA QUALITY MAKES THE DIFFERENCE 
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past year’s research on building 
projects were given by members 
of the Council, headed by James T. 
Lendrum. 


Featured on the program were 

the design of a new 11-story roof 

j + i truss and a preliminary report on 

ods on Small Homes Council dem- the Council’s “space lab” research. 

onstration house and Southwest Research Institute’s technometric house, tegistrants also heard discussions 

builders crowd University of Illinois’ Lincoln Hall Theatre at Short Course, on man-hour savings from new 

January 28-29 construction techniques, cost com- 

parisons of wood framing systems, 

closet-wall and window construc- 

Builders Attend Short Course tion. They attended seminars on 

insulation, basementless house con- 

struction and design. Most heavily 

‘ attended seminar was the latter, 

Record number of builders, contractors and dealers saiientine Gia lahevest that Wulbders 

have in such problems as eaves- 

versus-exposed-rafters design, use 

of tri-levels on sloping lots, venti- 

lation of flat versus pitched roofs 

and the advantages of cold roof- 
ing application. 


attend sessions on residential construction at Illinois. 


With over 500 registrants, in- Small Homes Council presented its 
cluding a large number of dealers, eighth annual short course for 
on hand, the University of Illinois builders Jan. 28-29. Reports of the 





We take on the Toughest jobs 





in the Easiest way 
We’re the Weldwood” Hardboard Twins A 


Tell your customers how easy they can saw 
us...trimus... plane us... chisel us... nail 

us. They'll be rewarded by finished jobs that show 
smooth, clean lines. 

And strong jobs, too. For we’re rugged and we're tough. 
Yes, and good-looking to boot. 

For we're light in color, so even pastel paint takes readily 
to our surfaces. This ready paintability is one of the things 
about Weldwood Hardboard that keeps users happy. 

Happy when they use it. Happy to come back for more. And 
still more. We’re popular with folks who take pride in results 
that are ’way above average. 

We're STAN ... for Weldwood STANdard Hardboard. And 
Ty > Pn Vila TEMPere ardboard: which is ; ea . : 
bi asks cuainercisitenk’ ait orton ger dB age bard. To meet all your requirements: 
" -— , a . » De ' , both Standard and Tempered 
Lar ® ‘ . r 

o ; : - Grades of Weldwood Hardboard 

Be sure not to miss the extra profits that Weldwood Hard- come in three popular thick- 
board brings. Place an order today with your Weldwood nesses: 1/8”, 3/16”, and 1/4”. In 
supplier. sizes: 4’x6’, 4’x8’, 4’x10’, 4’x12’ 
and 4’x16’. Panels up to 4’x12’ are 
® wrapped six to a package. Weld- 

ar oar wood Tempered Tile Board is 
Manufactured by Abitibi Power and Puper Company available only = 1 /8 thickness 
and sizes 4’x4’, 4’x8’, 4’x12’. 








Distributed Exclusively By 
Call vour Weldwood salesman for 
UNITED STATES PLYWOOD CORPORATION Weldwood Hardboard or Tile 


World's Largest Plywood Organization Board today. 


55 West 44th Street, New York 36, N. Y. 
Branches in Principal Cities * Distributing Units in Chief Trading Areas 
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use this ) 


COMPARISON 


and you'll easily sell Mrs. 
Housewife “Today's Most- 
talked-about ‘Chore-Saver’ "’ 


Majestic’s 
mew 
GAS-FIRED 


INDOOR INCINERATOR 


There isn’t a woman in the country who won't be 
thrilled to own this mew Majestic Indoor Incinerator! 
It quickly eliminates al/ garbage and waste—everything 
that burns! No grinding or grating noises—no parts 
to jam or wear out! Housewife simply places garbage 
(wet or dry) and refuse in unit and sets burner control. 
Unique downdraft dries contents and aids burning it 
to a tine ash. Compact design, white enamel finish blend 
with other appliances, A natural profit-maker! You— 
the dealer—can clean up, too! By just stock- 
ing the one basic design and interchangeable 
burner assemblies, you can sell three models 

AGA-approved gas or automatic gas, and 
on} fuelless types. No space or inventory prob- 
ing} lems! No big cash outlay! The market's wide 
open...and growing by leaps and bounds! 


The Majestic Co., Inc. 


303-A Erie Street, Huntington, Indiana 





Write Today 
Or See 

ant 
Your Jobber 
Learn how you 
profit by sell 
the home dispose! 
ynit thot surpasses 
all others. 


The Finest and 
Most Complete Line of 


REDWOOD FURNITURE 


FOR TOWN AND COUNTRY 


Best because it’s made of cer- 
tified kiln dried Redwood. 





GARDEN GOODS LINE 


Pergolas, Fencing, Fan and Folding Trellises, 
Urns, Bird Houses, Bird Feeders, 


F.O. 


Factories as Close to East and Middle West as Your Phone 


Arches 
Boxes 


Plant 
Garden Stakes, etc. 











Minnesota, Wisconsin, Michigan 
Freight Savings Increase Your Profits 


er ee 


Veinehy 


MERCHANDISE it 


jot af, 
cHicaGo 54, ILLINOIS 


°™ 
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Adelphian Mill 
Cedar Lake Mill 


prem ena Craftshop 
Wood Products 


I]. Removable Sash 
2. Invisible Balances 
3. Built-in Weatherstrip* 


Now youcan boost spring sales by promoting America’s 
best selling wood window unit—-MALT-A-MASTER. 
Here's a unit with the RIGHT COMBINATION of fea- 
tures: removable sash ‘aluminum and foam rubber 
weatherstrip ... invisible balances. Features every 
home buyer seeks. MALT-A-MASTER is a BEST SELLER for 





you because it’s a BEST BUY for your customers, Check 
your stock now so that you won't have to disappoint 
any of your customers during the busy building season 
just ahead. 


- Matt-a-Macter 
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wood window units 


' 


7 


4 
{ 
‘f 
Removable sash makes 


windows easy to wash 
- easy to paint. 





MANUFACTURING COMPANY 
MALTA, OHIO 
Member of the 


Supreme ality 
preme Quality TI iia tari hn TT 


Since 1901 





THE LUMBER MARKET 





GOOD FOR CENTURIES TO COME. Examining the wood beam that supports 


the Liberty Bell in Independence Hall, 


Freas (left), engineer, and B. F. 


Philadelphia, are, upper, Allan D. 


Kukachka, wood identification specialist, 


U. 8S. Forest Products Laboratory, Madison, Wis.; and M. O. Anderson (lower 


left) Superintendent of Independence 


National Park Project, and L. J. 


Markwardt, assistant director, Forest Products Laboratory. 


Wood Specialists 
Inspect Liberty Bell 


The century-old wood beam from 
which the famed Liberty Bell is 
suspended in Independence Hall, 
Philadelphia, can continue to sup- 
port this hallowed svmbol of Amer- 
ican freedom for many centuries 
to come. 


That is the verdict of two wood 
specialists of the U. S. Forest 
Products Laboratory who recently 
were called in to insnect the heam 
hy M. O. Anderson, Sunerintendent 
of Indenendence Hall National 
Park. 


Anderson apparently became con- 
eerned because the surface of the 
heavy beam showed some signs of 
weathering and was blackened bv 
age What, he wondered, would 
happen if it should suddenly be- 
come necessary to hurry the bell 
into hiding—as, for example, if the 
city should be attacked? 


Dr. J. A. Hall, Laboratory direc- 
tor, dispatched two men to Phila- 
delnhia to get the answers — Dr 
B. Francis Kukachka, wood identi- 
fication specialist, and Alan D. 
Freas, a construction research en- 
gineer. 
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Examining a thin slice of the 
wood with a hand lens that mag- 
nified it 20 times, Dr. Kukachka 
was able to narrow the species 
down to two out of hundreds of 
possible woods slippery elm or 
hackberry. That disposed of an old 
belief that the wood was black 
walnut. Back at Madison next day, 
Kukachka slipped the sample un- 
der a microscope and_ positively 
identified it as slippery elm. 

Meantime Freas, knowing the 
strength properties of both spe- 
cies, was able by rough slide-rule 
calculations to determine that the 
heavy beam could support five or 
more bells like the 2,080-pound 
Liberty Bell indefinitely. 

Going over the beam carefully 
for any effects of age, Freas found 
the surface in a crumbly condition 
due to aging. This condition, how- 
ever, extended for less than one- 
tenth inch into the wood. The rest 
of it was as sound as the day it 
was lifted into place. 

Freas also measured some of the 
surface cracks that have developed 
during the years. The deepest of 
these, however, extended only 
about 1% inches into the beam, 
and he concluded that they could 
not possibly impair its strength 
enough to matter. 


Hammond Lumber 
Tree Farm Program 


A quarter-million dollar program 
designed to bring 51,000 acres of 
cut-over or heavily burned land in 
California’s redwood region up to 
Tree Farm standards was an- 
nounced recently by the Hammond 
Lumber Company. 

“We consider this program part 
and parcel of the company’s pol- 
icv to operate its lands on a sus- 
taining vield hasis,’’ Waldron Hv- 
att. general manager of the firm’s 
redwood division stated. 

Plans call for installation and 
maintenance of a protection svstem 
for about 48,000 acres of cut-over 
land located in the Little River and 
Maple Creek basins. About 3.000 
acres of land, heavily burned in 
1945. will be replanted. The Ham- 
mond Lumber Company already 
onerates two Tree Farms totalling 
21.221 acres. 

“We believe our present logging 
is un to Tree Farm standards,” Mr. 
Hyatt said. “Now we want to 
bring the protection system on our 
early logged lands un to the same 
high standards maintained on op- 
erating areas.” 

Twelve and one-half miles of 
snag-free fire breaks will be made 
along key ridges. Three lookout 
points, an aerial patrol during fire 
weather, fire fighting eocuipment 
and radio communication are part 
of the protection system. 

Hammond's re-planting opera- 
tions will be the first extensive job 
of its kind in the redwood region 
in nearly 30 years. 


Prices Stronger 
In Seattle Market 


Current belief is that the mar- 
ket on dry lumber has passed the 
low point in price. Few concessions 
are being made. There is no great 
volume of business in the rail mar- 
ket but domestic cargo shipments 
have brought orders ahead of pro- 
duction in the industry totals. 


Fir uppers have strengthened. C 
and Btr vertical grain flooring is 
scarce and the price has advanced 
five dollars. Drop siding is also 
hard to find and many mills are 
oversold. Dry fir dimension is 
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Whether you sell ONE SAVE 


re'~ SELLING 
TIME 


By Showing 


WALLACE 
Decorative 
WALLBOARD 


with this 


ALESMAKER DISPLAY UNIT 
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dealer both pits onal 

Originally designed to help dealers sell more 

Wallace Decorative Wallboard, many have 

found our Salesmaker Display Unit also 

SAVES SELLING TIME. That would indi- 

cate it is not a novelty type unit for tem- 

porary use, but a fixture of cash register- 

ringing-value. For example, a Cleveland 

dealer wrote our Cleveland Jobber (names on request) —"We find your 
Wallace Tileboard Display has increased our sales 100%. We feel it to be the 
best money making salesman that we have because it is the real way of mer- 
chandising”. When sales increase through the use of such a display and 
demonstration unit it is a sure indication that customers like what they saw. 
If you want to SAVE SELLING TIME and increase your Tileboard sales, ask 
the Wallace Jobber about using our Salesmaker Display Unit. 


Member pretilibhed Wall Panel Council Nic 
Wace MANUFACTURING CO. 


| 10th and Fayette North Kansas City, Mo. 
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bringing $1.00 more with some 
mills booked ahead for 45 to 60 
days. 1x12 D fir and hemlock fin- 
ish is very scarce. The scarcity of 
flooring and siding is partly due to 
difficult of getting logs which are 
grabbed by plywood mills. 

Inquiries continue to come from 
the Atlantic coast and the heavy 
shipments have caused space to 
be scarce. 

Shingle prices are the same with 
production low. Dry spruce is not 
to be had save for an odd car and 
dry lumber won’t be in supply un- 


til May. Sugar pine is hard to get. 
Small mills have few dry stocks. 
Shop items are very scarce and low 
grades are firming slowly. Idaho 
white pine is rationed to customers. 
Cedar siding is steady with 10 inch 
bungalow siding varying in price 
at different mills. Hemlock dimen- 
sion is unchanged. 

If lumber is decontrolled it will 
have little effect here as 90% of 
sales are below ceilings. Fancy 
timbers and No. 2 pine boards 
make up much of the 10% that 
will be affected. 


The best in 
PROTECTION 


for your 
customers 


FLAMEFOIL 
TREATED 
TARPAULINS 


With Webb Flamefoil tarpaulins you sell 
more than canvas covers. You sell superior 


protection against fire damage and warping... 


dependable protection from weather exposure. Top 
quality canvas ruggedly constructed with heavily 
reinforced corners, and grommets with bulldog grip. 


Any size, any weight. 


Anything in 


breakers, deck canvas, canvas by the roll. 


canvas including 


wind- 
Also 


windowed 


shower curtains of nylon, orlon, plastic and duck. 


Free dealer aids. 


WEBB MANUFACTURING CO. 


2902 N. 4th St. 


Phila. 33, Pa. 


Please send free folder listing complete line. 


COMPANY 
STREET-_ 
Cort... 





Little Activity 
In Tacoma Area 


There appears to be little activ- 
ity currently in the lumber market 
in the Tacoma area. Mill men how- 
ever do not seem to be disturbed 
by the situation, pointing out that 
it is not unusual at this time of 
year. Meanwhile production is go- 
ing ahead pretty much as usual, 
with all branches of the industry 
getting ready for anticipated ac- 
tivity later. During the interim, 
they are filling such orders as are 
available. Prices apparently are 
unchanged. 

After a shutdown of 14 months, 
Resinweld Plywood, Inc., of Ta- 
coma has resumed operations and 
expects to be functioning at full 
strength by mid-February. H. C. 
Grant, president of the co-opera- 
tive concern, said that the com- 
pany at present will manufacture 
about one and a half million board 
feet of plywood monthly. 

Another big block of federally 
owned timber is due to go on the 
market March 10. Olympic nation- 
al forest officials said that on that 
date a million and a half board 
feet of the forest’s timber will be 
offered at public auction. The block 
contains mostly western hemlock, 
western red cedar and Pacific silver 
fir. 

Water borne shipments from Ta- 
coma during the last week included 
two consignments, one of 600,000 
feet and the other of 750,000 feet, 
both from the St. Paul & Tacoma 
Lumber Company and both des- 
tined for the east coast. 


Business Improves 
At Kansas City 


Lumbermen here report business 
currently is much better than 
normally for this time of the year, 
and that retailers are making li- 
beral inquiries for stock for future 
delivery. 

Much of the business booked by 
mills in January was for immedi- 
ate shipment and unfilled order 
files are not large. Mills also were 
in no position to build up inven- 
tory for the spring season, owing 
to the unfavorable labor and 
weather conditions in the area. 


The “flu” epidemic in the south- 
ern producing regions caused many 
mills to work only part time be- 
cause of short crews. Also, the 
heavy rains kept production at a 
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minimum and it was impossible 
to get into the woods. Shipments 
of air-dried stock have slowed to a 
trickle because no such lumber is 
available in most parts of the dis- 
trict. 

The shortage of 1 by 8 boards, 
which was rather prevalent a few 
weks ago, has disappeared. Move- 
ment of lumber into Texas has 
been very good because of the open 
building weather, mills said. 

Construction working is moving 
along at a fast pace for this time 
of the year. The Federal Reserve 
Bank of Kansas City reported that 
residential awards in 1952 were 
13% larger than a year before and 
that building permits in 19 of the 
larger cities in the southwest rose 
9% over 1951. 

Sales of 173 line yards in De- 
cember were 2% greater than a 
year ago, and the year’s net sales 
gain was 1%, the bank stated. In- 
ventories of the same yards were 
1% higher than in 1951. 

Price lists showed kiln-dried 1 by 
8 boards at $90 to $93; 1 by 6 at 
$58 to $90, and 1 by 4 at $75 to 
$80. Air-dried stocks were bring- 
ing from $2 to $4 a thousand less. 

Dimension prices for 2 by 4 gen- 
erally held about $85 to $90 and 2 
by 6 stock was $82 to $85, al- 
though some mills were quoting the 
high end at $88. 


Nationally 


Lumber shipments of 471 mills 
reporting to the National Lumber 
Trade Barometer were 11.3% above 
production for the week ending 
January 31, 1953. In the same 
week new orders of these mills 
were 9.1% above production. Un- 


Western Pine 


Production of Western Pine and 
Associated Woods by the 106 mills 
reporting to the Western Pine As- 
sociation for the week ending Jan- 
uary 31, totalled 60,415,000 feet. 
This compared with 48,861,000 feet 
for the same week a year ago. 
Shipments for the week were 
67,907,000 feet, 12.4°% above pro- 
duction. In the same week in 1952 
shipments were 65,568,000 feet. 
Orders for the week were 69,775,- 
000 feet, 15.5°% above production. 


Southern Pine 

Shipments of Southern Pine by 
the 120 mills reporting to the 
Southern Pine Association for the 
week ending January 31, totalled 
20,135,000 feet, 1.01% above pro- 
duction for the week. Orders ran 
to 18,687,000, 6.26°. below produc- 
tion for the week. Production was 
19,934,000 feet, 2.85°% below the 
three year average. Orders on 
hand totalled 47,420,000 feet, a 
2.96% increase. 





MOHAWK flush doors are - 


Mohawk Flush Doors are distinctive 
because they are built by conscien- 
tious Mennonites, who are famous 
for pride in their work. This feature, 
plus Mohawk’s carefully selected gum 
and birch panels... large,thoroughly 
seasoned, white pine stiles and rails 

. double lock blocks and com- 
pletely vented core add up toa 
warp-free door that’s guaranteed— 
a door that builds volume sales and 
satisfied customers for you. A com- 
plete range of sizes. End your door 
problems now — send coupon today! 


RAILS—clear 3” 
Ponderosa pine 
—or equal 


CORE —fully-vented, 


cross-banded, 2” 


filled orders of the reporting mills 
amounted to 42% of stocks. For 
the reporting softwood mills un- 
filled orders were equivalent to 24 
days’ production at the current 
rate, and gross stocks were equiva- 
lent to 55 days’ production. 

For the year-to-date, shipments 
of reporting identical mills were 
4.7% above production; new orders 
were 6.5% above production. 

Compared to the average cor- 
responding week in 1935-1939, pro- 
duction of reporting mills was 
109.6% above; shipments were 
98.4% above; new orders were 
74.7% above. Compared to the 
corresponding week in 1952, pro- 
duction of reporting mills was 
11.8% above; shipments were 1.4% HAMMONL AVE Company Nome 
below; and new orders were 6.1% Y — 
above. 4 city 


wide wood members 
—spaced 2” apart 


DOUBLE LOCK BLOCKS 


STILES—clear 1%” 
Ponderosa pine 
—or equal 


FACES—fully-sanded, 
six-ply birch or gum 


MOHAWK’'S NEW EXTERIOR DESIGNS 
Mohawk Flush Doors, Inc 


f r 
| 
3383 Hammond Street, Elkhart, Indiana 


Send Coupon Today! 
| Rush details on Mohawk Interior Flush | 
Mohawk FLUSH DOORS, Doors [) Exterior Doors Hiawatha Birch | 


Trimmed Fiush Doors. 


ELKHART INDIANA 
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Lumber Prices at Press-time 


The following index is intended merely as a check on buying practices. It is 


a compilation and average of mill prices at press time and should 


not be con- 


sidered as current on the day the magazine is received. The prices should be 


useful in followin 
mately ten da 


DOUGLAS FIR 


Vertical Grain Flooring 
B&éBtr Cc Dp 
SD \nted a -- 160.00 155.00 105.00 
Fiat Grain Flooring 
1x4 .... oe 35 120.00 93.00 
l6v.00 16.00 
Drop Siding 
1x6 (Pat. # 
1x6 (Pat. # 
Celling 


146.00 110.00 
146.00 1065.00 


1256.00 123.00 80.00 
116-126 120.00 80.00 


Hoards and Shipiap and 2” (Green) 


1x6 1x8 1x10 1x12 
No. ere 67.00 & 75.00 
No. : 
No. 


2x12 2 50 
io. 2 Dimension 
67.50 67.60 50 
68.50 65.50 50 
68.50 68.60 
68.50 68.50 .60 
68.50 68.50 68.50 


io. 3 Dimension R/L Only 
2x 4 see ‘ 
2x 6 
2x 8 
2x10 





RED CEDAR SHINGLES 


Royals 
‘| 24” : 13,25-13.% 
24” ‘ 


24° /i 5 


18” 5/24 
18” 5/2 
18” 5/2 
16” 
16” 
16” 


10.00-10 
4.65-4.75 
3.75-4 





WESTERN RED CEDAR 


Prices for red cedar siding in 
cars, new bundling, 6’ to 16’ are: 
Heveled Siding, % Inch 

Clear 

%x4 inch ...... 80.00 

%x5 inch 85.00 

105.00 1 


%x6 Inch ‘ 
%x8 Inch 135.00 130.00 


Clear Bungalow Siding, % Inch 
8 inch 170.00 165.00 

10 Inch 200.00 195.00 
12 inch ..195.00 190.00 


Finish Ti and tr, $2 or 48, 
@ to 10 of Rough 


125.00 
155.00 
150.00 


Celtling or Flooring, DB and Btr, 0-16 
B&éBtr. 2 D 

ae -..+-120.00 100.00 90.00 
BS «a Y 115.00 95.00 
Discount on mouldings 620’ -20’ odd 

lengths 

Sertes 8,000 
Listing under 4.00—list plus 35 per 


cent. 
Listing 4.00 and over—list plus 36 
per cent. 


Clear Lattice, 5-16", 6-16’ 
a Saini ane dieaaa une 1.50 


market trends and as a check on purchases made — 
- fore receipt of the magazine. 
market price changes since the last issue—the Editors. 


Bold face listings denote 


WESTERN PINES 


Ponderosa Pine 
6/4 RW 
and 

4/4 RW 6/4 RW 8/4 RW 
.. 250.00 255.00 266.00 
Shop, 828 } No. 2 

5/4 110.00 

a ee ; 110.00 


Selects 
82 or 48 
CéBtr RL 


Commonsa, 82 or 48 

2&Btr N No. 4 
194.00 7.5 70.00 
124.00 7.6 68.00 
Idaho White Pine 

Selects S82 or 48 


ix 8 RL 
Ix12 RL 


C&Btr. 
D RL 


Sugar Pine 

Selects 

$2 or 48 
B&Btr. 
Cc RL 
Wee oe 

Shop, $28 
6/4 





OAK FLOORING 
Clear Pin 4x2% ix1% %x2 
White ..180.00 155.0 177,00 
Red ....185.00 160.0 177.00 


Sel. Plain 
White ..160.00 167-09 
167.0 
125.00 


135.00 
140.00 


Red ....168.00 
115.00 


55.00 82.00 


» "100.00 97. 60 





SOUTHERN PINE 


Vertical Grain Flooring 
B&Btr. 


Drop Siding 


1x6 (Pat. $106) .170.00 
1x6 (Pat. #116)°170.00 
Boards & Shiplap 
1x6 1x8 
...100.00 105.00 
‘ 75.00 77.00 
60.00 65.00 


16’ 
89.00 92.00 
85.00 85 86.00 
88.00 8 90.00 
98.00 99. 99.00 
104.00 104.00 104.00 

Dimension 

82.00 83.00 85.06 
78.00 79.00 
78.00 79.00 
82.00 83.00 
82.00 83.00 


. & Dimension R/L Only 
2x 4 59.00 onus i 
2x 6 58.00 
2x 8 57.00 
2x10 657.00 
2x12 67.00 


tororsrors 


4 HAM eH 


REDWOOD 


Bevel Siding 


4d<<d<<<< 
haoahane 


Clear Al 
Clear rei 
%x12 V.G. Clear Al 

Note: A grade V.G. Redwood Siding 
approx. $5.00 less for % and in 
above sizes. $5.00 less for % inch in 
above sizes. 


a 


Ansac Siding 


1x10 V.G. Clear All Heart 
1x12 V.G. ear All Heart...... 
Note: Deduct $8.00 for A Grade. 


Finish 


Ix 4 Clear Heart S48 ... 
Ix 6 Chear 
ix 8&8 Clear 
1x10 Clear 
1x12 Clear 
Note: A Grade 1x4, 1x6, 1x8 deduct 
$10, 1x10 and 1x12 deduct $16. 





WESTERN HEMLOCK 


Vertical Grain Flooring 
B&Btr. 
1x4... «...160.00 


Flat Grain Flooring 


Drop Siding 


1x6 (Pat. $109).3 
1x6 (Pat. #116).1 


Celling 


Boards and Shiplap 
2” (Dry) 


No. 1 


No. 1 Dimension 
12° 
2x 4 74.00 
2x 6 .00 
2x 8 .00 
2x10 00 
2x12 4.00 
No. 2 Dimension 
69.00 
71.00 
69.00 
69.00 69.00 69.00 
No. 3 Dimension R/L Only 


FF aaa : 
2x 6 





ENGELMANN SPRUCE 


Boards and Shiplap 
(dry) 1x6 1x8 
No. 2&Btr...109.00 109.00 
No. 3&Btr... 81.00 86.00 
No. 1 Dimension 
16’ 


2x10 

2x12 

(Boards graded No. a 
price; no price for straight No. 2. Mills 
do not grade out No. 3 dimension sepa- 
rately as in fir.) 
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by NATIONAL PACIFIC 


4 


A 


Wholesalers all over 
the country are 
consistently 
demanding NATIONAL 
PACIFIC bevel and 
bungalow siding. 


THERE’S A REASON! 


NATIONAL PACIFIC’S 
painstaking process 
of pre-air seasoning 
before final 
kiln-drying assures 
the choicest redwood 
siding available. 

We know that with a 
Spring rush of 
Redwood Bevel Siding 
just around the 
corner, you'll want to 
schedule your orders 
now. 


Send for free illustrated 
booklet containing 
National Pacific's 

grade classifications. 


ey 


eu 


’BEVEL AND BUNGALOW SIDING 4 

FINISHED BOARDS v 

TANK STOCK SHOP GRADES — 
FENCING CASKET STOCK 


PANELLING STADIUM SEATS 
MOULDINGS SHEATHING PICKETS 


NATIONAL PACIFIC Timber Products, Inc. 


Mailing Address, 7161 Telegraph Road, Los Angeles 22, California 
Sawmill, Smith River, California « Dry Kilns and Planing Mill, Montebello, California 


ae 
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MERCHANDISING CLINIC 


From Pull to Push 


Selling is taking a new turn. Cre- 
ated sales are replacing self-starters. 
For more than a decade, there were 
enough of the latter to use up most 
of the materials that were available. 
Now it is beginning to be different. 
Volume is hesitating. Whereas it 
wasn't so long ago you had to have 
a pull to obtain certain materials, you 
now have to have plenty of push to 
sel] them at a profit. 


..+ How to meet competition 
profitably will tax the ingenuity 
of many who have never had to 
do it. 


Big Shift 

When demand was greater than 
supply, the emphasis of the dealer 
shifted from distribution to produc- 
tion .. . from selling to buying. Now 
it’s shifting back again. Most mate- 
rials are readily obtainable. Many 
new products are coming onto the 
market. Result: Self-starting sales 
are not as plentiful as they were and 
are far more competitive. That 
makes it necessary to create your 
own sales. 


...+ Can sales actually be cre- 
ated? The answer is a definite 
“ves”! 


Where Do You Start? 


There are two ways. One is to 
arouse interest with “blanket adver- 
tising’’ until you find prospects for 
certain materials. The other is to 
follow through on leads where inter- 
ests of the prospects are known. The 
first approach is general . . . the sec- 
ond is specific. Actually, there isn’t 
much difference in the technique. In 
one case, you must find out what the 
prospect wants. In the other, you 
know what he wants and select pro- 
motional material accordingly. One 
is “fishing’’ without knowing what 
you are trying to catch. The other is 
using bait that is most likely to catch 
what you're after. 


...A well prepared advertise- 
ment is a “Geiger Counter” which 
locates potential sales. 


Inquiries are Receiving 
More Attention 


During the years when it was not 
possible for manufacturers to supply 
enough materials to meet the dealers 
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needs, inquiries were not too popular. 
Available material could be sold with- 
out benefit of inquiries, prospect lists, 
advertising, personal solicitations, or 
anything else. With bins empty and 
the yard full of customers, the prob- 
lem was far different from when bins 
are full and prospects are not only 
fewer in number, but much harder to 
sell. 


. Now is the time to give max- 
imum attention to building a list 
of prospects. 


Targets for Today and 
and Tomorrow 


The lumber dealer with a good 
prospect list is in an enviable position. 
He has something to shoot at daily 
and the more he practices, the better 
his aim. Actually, the prospect list 
should occupy a substantial amount 
of his attention. What he does with 
it will have much to do with his vol- 
ume of sales and his net profits. When 
a name goes into his prospect book, 
under the proper classification, it be- 
comes a definite objective. His pro- 
motional activities from then on 
should be to get the name of the 
prospect on the dotted line. He drives 
persistently in that direction. He does 
everything possible to turn acknowl- 
edged interest into a sale. That, to 
all intents and purposes, should be- 
come his all-out objective. 


. . » There never was better pro- 
motional ammunition available 
than today. 


Prompt Action Needed 


Recently a roofing manufacturer 
sent the name of an inquirer to the 
lumber dealer who carried his prod- 
ucts. It came from one of the leading 
farmers in the area. It was a big 
job ... so much so that the prospect 
had written the manufacturer for in- 
formation. He had read his adver- 
tisement in a farm paper. 

But the sale didn’t materialize .. . 
at least for the lumber dealer. He 
was busy and didn’t follow through. 
Daily routine (much of it unimport- 
ant) occupied his attention. He fig- 
ured he would run across the farmer 
sometime when he was in town. And 
so the days went by. 

Finally word came that an appli- 
cating crew from a nearby city was 
putting on a new roof for the pros- 
pect. The farmer had answered their 
ad, too. He didn’t get the brand of 
roofing he thought he wanted. What 


he got cost him a great deal more 
money, too. Nevertheless, he was 
proud of his deal .. . told his neigh- 
ors about it. One of them bought a 
new roof “so the applicating crew 
could do the work while they were 
in the vicinity’. Two fine sales (and 
a lot of prestige) were lost to the 
local lumber dealer who wasn’t set 
up, by disposition, to cash in on a 
known need for his materials. 


... Applicators get orders be- 
cause of their ability to put ac- 
tion into the transaction. 


Lost Sales Mean 
Lower Net Profits 


In these days of declining net prof- 
its, lumber dealers will find it neces- 
sary to go into action the minute 
they learn that someone is interested 
in the materials they sell. Otherwise, 
the sales will be made by someone 
else ... often “outside” competition 

. companies who comb territories 
far and wide . . . salesmen who de- 
velop their own leads. Once upon a 
time, these itinerant salesmen con- 
centrated principally on roofing. Now 
they sell a wide variety of building 
materials almost everything 
needed by property owners. While 
lumber dealers wait for the prospects 
to come to them, itinerant salesmen 
go to the prospect. There is a big 
difference in the approach. 


... A new approach toward in- 
quiries is needed by many lumber 
dealers. 


Attitude Counts Most 


The fact that a certain percentage 
ot inquiries come from curiosity seek- 
ers, school boys or old folks who have 
nothing to do, shouldn’t sour lumber 
dealers, as is often the case. Invari- 
ably the dealer who knows his ter- 
ritory can detect the phony inquiries 
at a glance. Naturally, he is never 
going to have a 100% batting aver- 
age. Nor does he need it. When he 
puts inquiries through the sieve, he'll 
invariably find some good prospects. 
A well-known applicator makes one 
sale in 20 calls. Actually, it’s the 
dealer's attitude towards inquiries 
and prospects that counts most. Once 
he welcomes any show of interest in 
what he sells ... and adds a new 
name to his prospect list .. . he is on 
his way to making some higkly prof- 
itable (created) sales. 
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Utilize those odds and ends of lumber. They'll pay their way 
with profits to boot if you make pickets out of them! The 
Schubert Picket Maker points 200 to 250 158” to 35” width pickets WITH A 
per hour with planer-smooth finish. No sanding required. Adjusts to cut any 


degree of sharpness or bluntness of picket point. Light enough to carry to SCHUBERT 


stockpile—38 lbs.—yet strong and durable for year after year use. 24” high. 
30” handle provides easy leverage. Anyone can operate. Seven day delivery. PICKET CUTTER 
Send today for literature! 


Net Price only $52.50; f.o.b. Wilmette, Illinois 


H.A.SCHUBERT CO. Machinists 


1212 Washington Ave. Wilmette, Illinois 


HILL-BEHAN 


aU 1:34: mae 





5601 Elston Ave. 6515 Page St. 
CHICAGO 30, ILL. ST. LOUIS 14, MO. 


ROdney 3-4160 DElmar 1111 WESTERN & SOUTHERN LUMBER 
AND ALLIED PRODUCTS 


Teletype CG-1464 





Distributing Yards in | 
Chicago and St. Louis. : 














CONVEY IT... 


FOR FASTER LOWER COST HANDLING SOUTHERN: PINE 


HARDWOOD FLOORING 
SOUTHERN HARDWOODS 





URANIA — a Dependable 
Supply Source for over 50 
Years. 


Urania customers know that year in, year out, 
quality lumber is a byword with Urania. Prompt 
service, good manufacture, and a permanent 
timber supply have given Urania a reputation 
for dependability few concerns can match 


You, as @ new customer, are invited to try 

Urania not on Name but on Merit. Sea how 

this fine lumber and flooring — manufactured 

with the latest modern equipment — will deliver 

i lasting satisfaction to you and your customers 
Move floorin , ° “14: " Straight or mixed cars of Urania Oak Flooring, i 
a & laths, shingles, any building ma Southern Pine and Southern Hardwoods. £4 
terial with a smooth riding surface, to and from ie 
: . ° ° Posts, les, / eo 4 
saws, lathes, in and out of storage and shipping — Sia Seated te waa ei 
fast, and at lowest cost, with Standard Conveyors. £3 
Get complete information — write for Bulletin ne 


No. AL-23. 


STANDARD CONVEYOR CO. 
General Offices 
North St. Paul, Minnesota 


Sales and Service in RAVITY & POWER 


Principal Cities CONVEYORS 
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Easy to apply... No objectionable 
Can be washed 


Sensationally Popular 
WALLHIDE Rubberized 


Satin Finish 

@ So easy to apply th inexperi d pai 

get a color-perfect finish on almost any kind of wall 
surface. Has no objectionable odors and dries so quickly rooms 


are ready for use within a few hours. Can be scrubbed re- 
peatedly without harm to its rich, velvet-like sheen 


Bring More Customers To Your Store With 
These New Business-Building “Twins”... 
Designed To Meet Today’s Decorating Trends! 


PITTSBURGH 


PAINTS+:GLASS +> CHEMICALS +> BRUSHES 
>) ih 2 a Se ae ae ee a ee ee 











odor... 
again and again! 


@ New SATINHIDE Enamel 
is completely satisfying when 
used on wood and metal trim as 
well as on kitchen or bathroom 
walls. Has exceptional sealing 


H™: TODAY's big news in paints— matching 
colors in Pittsburgh’s WALLHIDE Rubberized 
Satin Finish and new SATINHIDE ENAMEL. This 
new combination enables you to meet the needs 
of today’s decorating practice for matching colors 
on walls and woodwork with finishes best suited 
to these surfaces. 


@ New SATINHIDE is available in the same 
beautiful colors as rubberized WALLHIDE. It may 
be mixed to approximate any of the many scores 


SATINHIDE 


properties—one coat is usually . 
sufficient for repaint work. May 

be applied with brush, spray or . 

roller. Spreads evenly to a pleas- 

ing, uniform finish which dries hard in four 


hours. Has practically no objectionable odor 
and can be washed as easily as baked enamel. 


of intermixtures available in rubberized WALL- 
HIDE. Package sizes range from five gallons to 
half pints, permitting you to satisfy customer re- 
quirements even for small quantities needed to 
paint small rooms or for jobs not quite completed. 


@ Think of what this means to your customers— 
and what it means to you in new profits! Send this 
coupon if you are interested in investigating the 
added sales possibilities these new “Twins” 
present to you. 


MAIL THIS COUPON TODAY! 


PITTSBURGH PLATE GLASS COMPANY 
Paint Division, Dept. AL-23, Pittsburgh 22, Pa. 


I am interested in more complete details of your new wall painting twins— 
WALLHIDE rubberized Satin Finish and new SATINHIDE ENAMEL io 
matching colors. 


PAINTS 


PLASTICS > FIBER GLASS 
i 8 ee. ie 


Name___ 





Address____ 


_—— — 4 


City 
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What's YOUR Answer? 


1. If you were to get down to the 


business of “creating” sales, 
you would have to do what, ac- 
cording to the Merchandising 
Clinic? 


~ 


2. You can penetrate not just one 
but two markets with what 
companion to lumber 
says this advertiser? 

3. The answer to the  pre-fab 
threat, according to Frank 
Morin at the Northeastern Con- 
vention, is what? 

4. Fast metal cutting with high 

speed molybdenum blades is ad- 

vertised by what 
manufacturer? 


sales, 


hack saw 


5. Specialists from the Forest 
Products Lab were recently 
called to Philadelphia to inspect 
what? 

6. Farmers, dairymen and ranch- 
ers not addicted to swinging 
their jeeps from gates can now 
do so with what new type of 
gate advertised in this issue? 

. Corn pone, Southern - style, 
makes for good employe mor- 
ale at what Texas yard? 

8. What advertiser suggests a 
way to turn scrap lumber into 
fast-selling fence pickets? 

9. What system for handling in- 
voices has been devised by the 
Sun Lumber Co., Van Nuys, 
Calif. 

10. For complete canvas goods of 

all kinds you can’t go wrong if 

you order from what adver- 
tiser? 
inswers on Page 86 


“J 
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WHAT’S NEW 





Products... . Sales Aids . 





Armorbord 


Anacortes Veneer, Inc., is in vol- 
ume production on its new high 
strength hardboard panel which 
has a wide range of uses. The panel 
called Armorbord, is said to have 
a degree of shock resistance unpar- 
alleled in the board field, and is so 
flexible that a strip of board 1,” 
thick can be bent into a tight cir- 
cle about the size of a hatband 
without cracking the surface. The 
board is light tan with a hard, sa- 
tiny surface ideal for painting and 
highly resistant to wear. It is made 
in 1%”, 4," and 1,” thicknesses. 
Armorbord in the 1,” thickness 
is reported highly stable under 
changing moisture conditions, and 
its physical properties exceed all 
minimum government _ specifica- 
tions for standard hardboard. The 
new board supplements other Ana- 
cortes panel products which include 
exterior and interior Douglas fir 
plywood in standard grades and 
extra long-length panels marketed 
under the name Armorbond. Ana- 
cortes also makes two grades of 
plastic surfaced plywood widely 
known as Armoron—one for con- 
crete forms and the other for 


building or re-manufacture where 
high paintability is required. Write 
Anacortes Veneer, Inc., Dept AL, 
Anacortes, Wash. 





Time-Saving K-D Package 


A unit that has been “in-the- 
works” over a year, the Hasko K-D 
Packaged Flush Door, promises to 
give the builder the same time-and- 
money savings knocked down units 
such as wall cabinets, windows, 
shelving and boat kits have already 


... Literature 


furnished. With the Hasko K-D 
Door everything is in one package. 
The door drilled for the lock, the 
lock mechanism, jambs notched for 
the header, butts installed on the 
door and frame, trim mitered, shin- 
gles needed for shimming, and the 
nails needed for hanging are all in- 
cluded in the package. The car- 
penter needs only a hammer, level 
and nail set to do a precision cas- 
ing and hanging job. The doors are 
all well-known Hasko flush doors 
available in six standard sizes 
ranging from 1’'6” in width to 3’0” 
in width. There are three standard 
trim patterns available: Waterfall, 
Ranch and Colonial. All trim and 
frame material is made of kiln- 
dried Ponderosa pine. Standard 
facings for the doors are Red Oak, 
Philippine Mahogany and Birch. 
Other woods are available on spe- 
cial order. Write Haskelite Mfg. 
Corp., Grand Rapids, 
Mich. 


Dept. AL, 





| 

lg | 
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Straightline Outdoor Dryer 


The Straightline Outdoor Dryer, 
manufactured by Kamkap, Inc., has 
been placed with numerous lumber 
dealers throughout the country in 
an extensive test to determine its 
sales-appeal to the lumber buying 
public. The test, Kamkap reports, 
has been a “triumphant success,”’ 
with many lumber dealers reorder- 
ing in quantity, almost all report- 
ing success in attracting new cus- 
tomers, and adding extra volume 
with the Straightline Dryer. The 
Automatic Straightline Outdoor 
Dryer has 16 parallel plastic lines, 
automatically opens and _ closes, 
folds like an umbrella for easy 
storing. The unit is steel braced 
for greater support, allows for full- 
length hanging, and permits freest 
air circulation for faster drying. It 
holds 14 full sheets at one time. 
There are two models, the 16-line 
DeLuxe Straightline and the new 
14-line model. Write Kamkap, Inc., 
Dept. AL, 200 Fifth Ave., New 
York, N.Y. 
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MASTIC TILE CORPORATION OF AMERICA 


Member: Asphalt Tile Institute 
JOLIET, ILLINOIS © LONG BEACH, CALIFORNIA © NEWBURGH, NEW YORK 





PROVES BRILLIANT SALES 
SUCCESS IN YEAR-LONG 
WEST COAST TRYOUT! 


Dealers throughout the West discovered instant 
sales success with this popular new style in asphalt 
tile. And Confetti is destined to be just as success- 
ful for dealers across the country because the strik- 
ing, festive multi-color pattern is sure to capture 
the hearts of homeowners everywhere. But that’s 
not all! Confetti, like all MATICO Asphalt Tile, is 
fortified with polystyrene plastic for bright, en- 
during colors... extra toughness and resiliency 
. .. long-lasting wear. 


Get your share of this profit- 
able new business. Mail 
coupon today for full details 
and Free Confetti sample kit 


ORPORATION OF AMERICA 
O Box 9864 


Please send me the free Confetti sample kit and complete 
details. 

Nome 

Address 


City 





Pee 
Sp The right tools, in the righi 


designs, weight and power, built right for serv- 
ice and priced right for volume sales. 


No. 150 SpeedSander 
An all-ball-bearing, 
orbital-motion, finish. 
ing sander with power- 
ful 3450 r.p.m., A.C 
induction motor and 
cast aluminum body. 


No. 150-K SpeedSander Kit 
The Sander with Accesso- 
ries including: deep con 
tour pad, finishing plate, 
felts for free abrasives 

and wet rubbing, 

lamb'’s wool bonnet, 

90 sheet abrasive cov- 

ers, etc. in fitted steel 


carrying case. $49.50 
No. 1000 SpeedSaw 


4% H.P. Universal Motor, 
cast aluminum housing, 
safety shut-off switch. 
Cuts all angles to 45°, any 
depth to 1'%". $29.95 


SpeedDrills 
(for metal or wood) 
Extra power, high 
speed, electric drill 
with cast aluminum 
cases, and geared 

chucks 


No. 200-J 4” Speed Drill 


also other sizes, types. 


Drill Kits 
Several fast sellin 
kits. Painters an 
Householders Kit 
(illustrated) is typical. 
It has: 4%” Hornet 
Drill, Abrasive Discs 

and rubber back- 
er plate, grinding 
wheel, wire brush, 
buff, etc. in at- 
tractive dis $15.98 


carton 
Write for om 


wey MANUFACTURING CO. 
5 1876 So. 52nd Ave., Cicero 50, ll. 
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Microwood 


Thin wood veneers bonded to a 
strong paper base are now being 
marketed as a wall covering ma- 
terial by the Hoenig Plywood Corp. 
For residential as well as commer- 
cial use, Microwood retails at about 
20 cents per square foot, or about 
the same as better quality wall- 
papers. Not a plastic or substitute 
material, Microwood is obtained 
from rotary-cut birch and beech 
veneers, stained in various colors 
and given a paper backing. Like 
standard wallpapers, it comes in 
rolls 27!4” wide, 47’ long (108 sq. 
ft.), with 17 rolls to a bundle. Ap- 
plied with a good quality wallpaper 
paste, it can be easily cleaned with 
ordinary furniture polish. Sample 
books of 12 different colors, rang- 
ing from dark brown, grey, green 
to blonde are available from the 
manufacturer for $1.00 apiece. 
Write Hoenig Plywood Corporation, 
Dept. AL, 280 Madison Ave., New 
York 16, N.Y. 


Yodo 


New Key-in-Knob Lock Set 


Arthur F. Haury, president of 
Harloc Products Corporation, re- 
cently announced the Pacemaker 


February 23, 


Shelton Key-in-Knob Lock Set. Ac- 
cording to Mr. Haury, this new 
lock set represents over two years 
of research and engineering to give 
architects, builders and home- 
owners the very finest lock set in 
beauty, in quality of construction 
and in value. The Shelton provides 
key-in-knob convenience with the 
security of a five-pin-tumbler lock 
and a superior locking mechanism. 
All working parts are made from 
stamped or solid machined steel— 
plated for smoothness of operation 
and lifetime guarantee from rust- 
ing. There are no die-cast parts. 
Pre-assembled Pacemaker con- 
struction permits greatly simplified 
installation. The advance styling of 
the Shelton complements all exte- 
rior and interior decor and blends 
with any style of architecture. Mr. 
Haury reported the Shelton would 
be competitively priced and is de- 
signed expressly for private dwell- 
ings, large-scale housing and pre- 
fabricated houses. Special features 
of the Pacemaker Shelton include: 
1) five-pin-tumbler cylinder lock. 
2) dual action opening—by either 
knob or key—a 65-degree turn of 
the key unlocks the door with 
positive stop. For completely de- 
scriptive folder write Harloc Prod- 
ucts Corporation, Dept. AL, New 
Haven, Conn. 


New Fedders Models 


Fedders -Quigan Corporation’s 
new line of room air conditioners 
comprises five window units, two 
more than last year, and three con- 
soles. All window models will fea- 
ture the “built-in weather bureau,” 
a push-button c ontrol system 
which makes almost automatic the 
desired functions of modern room 
air conditioning. Among the other 
exclusive features will be twin fil- 
ters, V-type evaporators and ca- 
pillary-type thermostat controls. 
The rotary grill makes possible the 
control of air flow at the full 360 
degree cycle. Exhaust and intake 
operations have been changed for 
maximum efficiency. Smarter in 
appearance, the new Fedders mod- 
els are designed to harmonize with 
either modern or period furnish- 
ings. Write Fedders-Quigan Cor- 
poration, Dept. AL, 1280 Niagara 

t., Buflalo 7, N.Y. 


53, AMERICAN LUMBERMAN €& 





Light 


BUILDERS 
HARDWARE 


ty GRIFFIN 
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Pevery DOOR NEEDS THREE! 


~(j;RIFFIN- 


For more than 50 years Griffin 

hinges have been known for their 

fine materials and workman. 

ship. Griffin hinges are 

part of a wide variety of light 
builder's hardware . . 


quality produced by 


Griffin. 


anufacturing Company 





ERIE +» PENNSYLVANIA 


THE B. S$. ALDER COMPANY 
45 Warren Street 
New York 7, N.Y. 


HARVEY D. RUSH & SONS WALTER S. JOHNSON & SONS” E. H. FARRAR 


4638 Nichols Porkwoy 917 St. Charles Avenue 
Kansas City, Missouri Atlanta, Georgia 
WILBUR H. DAVIS H. C. GLOVER 
1639 W. Fargo Avenue 2611 Garrison Bivd 
Chicago 26, Iilinois Boltimore 16, Maryland 
GEORGE A. GREGG ROY L. ROGERS 
17134-6 Wyoming Avenue 1620 Garfield Street 
Detroit 21, Michigan Denver 6, Colorado 
AUSTIN & EDDY INC. W. C. MEIBAUM & CO. 
115 Broad Street 6954 Oleatha Avenue 
Boston, Massachusetts St. Louis 9, Missouri 


6637 Golf Drive 
Dalias 5, Texas 
CHARLES L. LEWIS 
1355 Market Street 
San Francisco 3, Calif 
R. F. BEVERS 
4524 ast 60th Street 
Seattie, Washington 
L. G. FULLER, JR : 
644 Wellington Rood = 
Jackson 6, Mississippi_== 





These units put a STOP 


to sliding door complaints... 


Pre-packaged, Ready-to-Install 


NOVOPLY* SLIDING DOOR UNITS 
can’t warp, swell, rattle or stick! 


The most completely satisfactory sliding doors avail- 
able anywhere, these new Novoply Sliding Door Units 
are precision-built to assure remarkably simple 
installation, easy adjustment and permanently 
s-m-o-o-t-h trouble-free service. 


These units are made of Novoply, the flattest panel- 
ing ever produced. Doors made of this beautiful 3,” 
thick all-wood material are guaranteed not to warp 
more than !,” if properly installed. Novoply’s natu- 
ral wood mosaic beauty can be preserved with a sim- 
ple wax finish, or it can be readily stained or painted. 


Novoply Sliding Door Units come to you pre-pack- 
aged, with pre-cut jambs and header as well as all 
necessary hardware, including ball bearing top guide 
rollers and overhead track. 


Tremendous Market! 


Novoply Sliding Door Units are ideal for closets and 
as non-loading bearing partitions between rooms. 
And they are wanted for new homes . . . remodeled 
homes...apartment houses... office buildings... 
hospitals ...schools... motels... yes, even trailers! 


Make your yard the local headquarters for Novoply 
Sliding Door Units. Our warehouses carry these 
units in stock and will be glad to supply complete 
details. If you would prefer to fill in the coupon below 
we will see that information is sent to you. 


* Trade Mark Registered—Vatented ther patents pending 


Novoply Sliding Door Units 


UNITED STATES PLYWOOD CORPORATION 


World's Largest Plywood Organization 
55 West 44th Street, New York 36, N. Y. AL-2-23-53 


Please send me further information, dimensions, etc., on Novoply 


Sliding Door Units 
Name 
Address 


City 





A. R. B.'s New “400” 


The A. R. B. Window Sales Co., 
announces its new 
adjustable window unit, 


Detroit, Mich., 
removable, 


wn 
Lee 


ROCKFORD 


Te” 


the 400". The patented feature of 
the 400” window unit has several 
advantages over other types of 
window units. There are three ad- 
justable tension units in each set 
of spring metal sash guide. They 
are permanently embedded in the 
jamb. The tension adjusting screw 
works in metal threads inside the 
equalizing spring. This gives many 
additional years of service over 
other conventional types of remov- 
able windows where the adjusting 
screw is inserted directly into the 
wood jamb. The three adjustable 
tension units in the ‘400” exerts 
an equal pressure from top to bot- 
tom of the window, eliminating 


GRAND RAPIDS 


CHICAGO 


AETNAPLY PRODUCTS 


When you deal with AETNA you know that 
your sales are backed up hy the huge stock 
AETNA carries in four conveniently located 
warehouses. It’s just like having a warehouse 
of your own! 

YOU KNOW you can offer your prospects a 
-achoice of AETNA- 


PLY products from mills all over the world. 


broad range of plywood o° 


“sticky” spots when window is 
opened or closed. It assures a 
snug, draught-proof fit all around. 
The “400” unit makes windows 
easy to remove for washing, paint- 
ing or glazing. It is available in 
all modular sizes and designs, and 
can be used in all types of construc- 
tion. Write A. R. B. Window Sales 
Co., Dept. AL, 306 E. State Fair 
Ave., Detroit 3, Mich. 


Fiberglas Mortar Tub 


This revolutionary Fiberglas Mor- 
tar Tub weighs only five pounds 

. anout 10 pounds less than steel 
tubs of equal capacity! The Gold- 
blatt Tool Company reports that 
the Fiberglas Tub far outsells steel 
tubs today because it can’t rust, 
corrode or dent. Moreover, you can 
turn this tub upside down and flex 
it enouzh so that dry mud will fall 


away. Write Goldblatt Tool Com- 
pany, Dept. AL, 1924 Walnut St.., 
Kansas City 8, Mo. 


More than 50 species of 
Foreign and Domestic 

Plywood and Veneers, of every grade. for 
in all sizes and grades 


Cupboard and 


YOU KNOW you can depend on the quality 
AETNAPLY products 
are checked and rechecked every step of the 
way to maintain high quality standards 
Flush Doors without variation 
Peg-Board YOU KNOW you need never miss a sale for 
e lack of species, grades or sizes... it makes no 
difference whether its Decorative or Utility 
plywood you sell: 


24-hour 


shipping service Interior or Exterior; 


standard panels or odd size panels. And you 
know you can depend on AETNA’S 24-hour 
shipping service. 


Write for AETNA’S new price lists TODAY! 


AETNA PLYWOOD & VENEER CO. 


1732 N. Elston Avenue @ Chicago 22, Ill. 
ARmitage 6-7100 


Branch Warehouses: Grand Rapids, Indianapolis, Rockford 


Call AETNA for PLUS VALUE in PLYWOOD 
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New Chain Saw Wedge 


This special chain saw wedge is 
both light and strong, and has high 
tensile strength. Will not damage 
chain. It is tested and approved 
under all conditions. Write Bero 
Brothers, Dept. AL, 51-53 McKin- 
ley Ave., Newark, Ohio. 








GET OUT FROM 
BEH(ND THE 
8 - BALL 


HURTSBORO 
LUMBER COMPANY 


MANUFACTURERS 


Short Leaf Pine 


AND 


at | Vea y, Hardwood Lumber 
te 4 Boards Our Specialty 


STOCK STA-DRI 


AND RESAW PINE AND HARDWOOD 
If ordinary cement base paints are giving you the 


headaches of product failure adjustments, customer 


loss and low-volume sales, stock the dependable STA- NOFMA 


DRI line. Sell the famous high-volume STA-DRI Mineral |i a AR 
Paint for masonry that’s capable of holding a wall of DAG e 


water nine feet high without leakage even if applied 
Wj ’ 
A Y 








PHONE 148 
HURTSBORO, ALABAMA 











inside a basement. Does not powder, flake, or rub off 
and is stone-like in resisting erosion. Comes in a 
variety of colors and white. Capitalize on STA-DRI Sili 
cone Clear-Coat, the transparent water repellent for 
masonry that stops efflorescence. Instant Water-Stop 
hydraulic cement completes the amazing trio that has 
a national reputation for succeeding every time. 








Manufecturers of 
HIGH GRADE END MATCHED 


OAK FLOORING 


AMERICAN STA-DRI in 25/32in. 1/2in. 


COMPANY 


Brentwood, Maryland 





Moulding Pine Finish @ We are in @ position to Ship Oak 


Flooring and Air Dried Yellow Pine Boards 
in the Same Car 





It's smart to Sta-Dri’ 








BOOKS 


BUYER AND SELLER LUMBER 
CALCULATOR. By H. R. A. Baugh- 
man. Sixth pocket edition. Lumber 
tables show all sizes and lengths in 
yeneral use, and the number of feet 
n any number of pieces can be de- 
termined at a glance—same tables 
can be used for addition, multiplica- 
tion and division; also for computing 


the different items carried in the or 
dinary retail yard, and along the top 
margin are the various lengths. Turn 
to the price and find where the item 
and length lines cross, then find price 
per piece. Price $7.50. 


HANDY LUMBER CALCULATOR. 





dollars and cents by use of the deci 
mal point. Also diagram and rules for 
utting rafters, rules for finding the 
number of shingles and number of 
feet of flooring and siding for any 
ize building, other helpful hints 
Price $4.00. 


EXPERT LUMBER PRICER. By E. 
M. Hiatt. A page for each price per 
thousand, in steps of $1 from $25 to 
$150, and steps of $5 from $150 to 
$200. Alona the left side of each 


j 


page are |’sted by thickness and width 


A useful pocket size manual includ 
ng a lumber calculator for standard 
sizes, log rules, estimated weights of 
lumber and useful miscellaneous lum 
ber tabulations. Price 50 cents. 


LIGHTNING VENEER CALCULA. 
TOR. By Vermeulen. Aid to veneer 
manufacturers and users of veneers 
for an accurate, handy and simple 
alculator. Tables cover all dimensions 
from |/14 inch to 48 inches wide and 
from | inch to 144 inches long. Price 
$5.00. 


AMERICAN LUMBERMAN INC., 1398. clerk cHicaco 2 
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KILN DRIED YELLOW PINE --- END-MATCHED FLOORING --- TIMBERS 


FLOORING 
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SOUTHERN PINE LUMBER 
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SALES OFFICE 


DIBOLL ano PINELAND, TEXAS 
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A Black & Decker “Special” 


The “Hardware Week Special” to 
be offered by Black & Decker, is the 
company’s well-known 6” Heavy- 
Duty Saw plus Depth and Bevel 
Attachment for the Saw. This item 
will be packed as a unit and special- 


ly labelled for Hardware Week. 
The Heavy-Duty Saw will cut to 
2/,”", and using the Depth and 
3evel Attachment its maximum cut 
at 45° is 1,,.”. The saw comes 
equipped with a combination blade, 
and a wide selection of other Black 
& Decker saw blades is available 
for cutting practically any building 
material. Black & Decker plans to 
support National Retail Hardware 
Week with active merchandising 
and advertising. The firm’s Hard- 
ware Week Special will be adver- 
tised in seven magazines. Write 
The Black & Decker Mfg. Co., Dept. 
AL, Towson 4, Md. 





advantages and 
epplications 





corn. | We@- | Sts 
ienioain te | Sone Seer Oe. core 
sensor | ‘ = 
i ins =o 
; a 
a0" hs SS 
= = ~ ~: ed * 





Dealer Data Folder 


A collection of eight bulletins on 
Insulux Glass Block, entitled ‘In- 
sulux Dealer Data Folder” is now 
available as a semi-technical ref- 
erence. Bulletin No. 1, Insulux Ad- 
vantages and Applications, is 
shown above. Designs are covered 
in Bulletin No. 2 illustrating a 
smooth-faced, highly decorative 
block providing privacy; a smooth- 
faced, decorative block; a transpar- 
ent block which can be used alone 


or in combination with other de- 
signs to provide a view to the out- 
side; and a light-diffusing, rib- 
faced block which eliminates glare 
on direct sun exposure and provides 
complete privacy. Bulletin No. 3 
covers installation, and an easy-to- 
use dimension table. No. 4 features 
Panel-Vent and accessories. The 
Panel-Vent is a ventilator that ac- 
tually looks like and is installed 
like a glass block. Available lit- 
erature, advertising and publicity 
are described and illustrated in 
Bulletin No. 5. Displays: residen- 
tial, Panel-Vent, and displays you 
ean build yourself, are discussed in 
3ulletin No. 6. Two other bulletins 
cover prices for the dealer and the 
contractor. For copy of this in- 
formative folder write Insulux 
Glass Block Division, Kimble Glass 
Company, Dept. AL2, Box 1035, 
Toledo 1, Ohio. 
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Armortec, New Enamel 


Armor Laboratories is now in 
full production on Armortec, a new 
flat enamel. Armortec is a scrub- 
bable wall coating which can be 
used on new or old plaster walls 
and ceilings or wood surfaces. It 
is an odorless, one coat, self-seal- 
ing, quick-drying enamel. Armor 
Laboratories, Incorporated, is not 
a new firm in the paint industry, 
having spent some 20 years pro- 
ducing industrial and commercial 
paints and enamels. President Sni- 
jer reports that several years in- 
tensive research, testing and de- 
velopment were performed on Ar- 
mortec before it was released for 
public use. The new enamel is avail- 
able in 10 modern colors which 
can be applied by brush, roller or 
spray. No primer is needed and it 
requires only one coat for all in- 
terior surfaces. Armortec has been 
used under various climatic condi- 
tions throughout the country, in 
commercial, residential and indus- 
trial applications. Literature is 
available. Write Armor Labora- 
tories, Dept. AL, Glendale, Calif. 
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New Recessed Chime 


Architects and builders will find 
the new recessed chime introduced 
by NuTone, Inc., to be an attractive 
addition for new homes. Completely 
new design, full protection against 
dirt and grease, and a new resonat- 
ing principle are among the fea- 
tures of the new chime. The new 
unit is designed for recessed in- 
stallation. With the sounding mech- 
anism located behind the wall line, 
all that is visible is the chime’s at- 
tractively designed grille. The grille 
is only seven inches square. As 


well as being a perfect match for 
the interior decor of any house, the 
new chime can be installed in any 
room. Typical installations: at clock 
height in the kitchen, in the ceiling 
of the hallway, at baseboard height 
in the living room, and concealed 
behind the door in the bedroom. 
The design simplicity of the new 
chime makes it an interesting high- 
light of any wall or ceiling. Write 
NuTone, Inc., Dept. AL-2, Cincin- 
nati 27, Ohio. 


Western Pine Grading 


A complete new printing of 
Western Pine association Standard 
Grading Rules incorporates into 
the main body all supplemental 
rules adopted by the group since 
October 1, 1949. The 1953 edition 
also contains new rules for grad- 
ing Engelmann Spruce and Select 
grades of Lodgepole Pine adopted 
at the association's September 
meeting in Portland. Measuring 
314x614", the book has 147 pages. 
A marginal index provides easy 
reference to rules for each species 
of Western Pine and Associated 
Woods. Copies are available at 25c 
each. Write Western Pine Associ- 
ation, Dept. AL, Yeon Building, 
Portland 4, Ore. 
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@ Specially Treated Stain. Ex- | 
clusive Interlock & Ventilat- | 


all types of wooden 
fences. Rusticraft Fences 
are the choice of discrim- 
inating home owners 
everywhere—this means 
more sales, better profits 
for you. Lumberyards all 
over the country buy 
wholesale direct from us. 


Manufacturers of 


@ IMPORTED FRENCH 
WOVEN PICKET 


New Acoustical Tileboards 


With noise reduction coefficients 
of .60 to .75, new high efficiency 
perforated acoustical tileboards are 
announced by Insulite. Available in 
two thicknesses, 4%” and 34”, the 
wood fiber tileboards will be called 
Acoustilite 60 in the 4” thickness 
and Acoustilite 65 in the °*” thick- 
ness. These tileboards are manu- 
factured in 12”x12” squares and 
come in a beveled butt edge. Rec- 
ommended application is with ad- 
hesive over solid backing or nails 
over furring strips. Three holes in 
each corner are shallow drilled for 
application with collar or flat-head 
nails. The noise reduction coefficient 
for Acoustilite 60 is .60 and .65, 
adhesive and furring strip appli- 
cation respectively. Acoustilite 65 
has NRC of .65 and .75, adhesive 


Manufacturers and Wholesalers of 
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We manufacture and sell 





VOLUME! ing Features FENCES 

@ WOVEN CEDAR 
PICKET FENCES 

@ ENGLISH HURDLE 
FENCES 

@ POST AND RAIL 
FENCES 


@5 Querter Frame. Exclusive 


Territories Available. Price 
List & Somple on Request. 
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economical Redwood 
STORM WINDOWS 


Combination. 
WRITE © PHONE OR WIRE FOR FURTHER INFORMATION 
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MANUFACTURING COMPANY 
13330 W. McNichols Road, Detroit 35, Mich. 
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Write for Booklet & Prices 


Sticraft FENCE co 


DAVID TEMDLER- Est. 1918°12 KING RD, MALVERM, PA. 
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and furring strip application §re- 
spectively. These values are from 
Riverbank Acoustical Laboratories, 
Armour Research Foundation, Ge- 
neva, Ill. In addition to the high 
efficiency, the tiles feature a light 
color base stock and a smooth 
white surface. For samples write 
Insulite, Dept. AL, Mineapolis 2, 
Minn. 


New Armstrong Display 


A new display, designed for mer- 
chandising the Armstrong Cork 
Company’s Monowall, predecorated 
fiberboard, has been developed and 
is being made available to dealers. 
As shown above, the unit provides 
a means of displaying 20 16”’x20” 
samples of Monowall in a number 
of color combinations. Pockets are 
provided on the lower front of the 
display for Armstrong’s booklets 
“Armstrong’s Monowall — Lasting 
Walls at Low Cost” and ‘How to 
Install Armstrong’s M-67 Mono- 
wall.’ A supply of both booklets is 
furnished with each display. The 
display is approximately 6’ high, 
2’ wide and 2’ deep. It is made of 
heavy gauge steel with gray “ham- 
mertone” baked enamel finish. 
Write Armstrong Cork Company, 
Dept. AL, 4704 Ocean Ave., Lan- 
caster, Pa. 


New Window Fan Display 


This attractive all-wood display 
is designed to hold either a 12”, 16” 
and 20” Berns Air King Window 
Fan, or two 20” models. The dis- 
play requires just 30”x29” of floor 
space and is planned so that each 
fan is wired for operation, thus 
making the fans easy to demon- 
strate. Designed to hold three fans, 
the display is available without 
cost with the purchase of two each 
of the 12”, 16” and 20” models. 
The display for holding the 20” 
fans is available without cost upon 
the purchase of three 20” electric- 
ally reversible models and three 
20” non-reversible models. Write 
Berns Mfg. Corp., Dept. AL, 3050 
N. Rockwell St., Chicago 18, Il. 


For Greater Dealer Sales 


Seven booklets covering every- 
thing from salesmanship to adver- 
tising, display and business house- 
keeping, are offered dealers by 
Minneapolis - Honeywell Regulator 
Co. to upgrade merchandising in 
the heating industry. The booklets 
not only tell the dealer what he 
should do, but precisely how he 


should do it. Entitled “7 Steps to 
Greater Dealer Sales,” they repre- 
sent some 3,300 man-hours of 
analysis and writing. The booklets 
are filled with sound business 
thinking. Here are the titles: Mak- 
ing Every Employe a Salesman; 
Building Business Through Per- 
sonal Contact; Selling Through Ef- 
fective Advertising; Bringing in 
the Customers by Mail; Putting on 
a Good Front; Using Displays to 
Sell; Keeping the Public Sold on 
You. Technical information is con- 
stantly emphasized. A section on 
advertising tells a dealer why to 
advertise, where to advertise, how 
much to spend and what to adver- 
tise. It discusses the publications, 
television and radio, car cards, 
theatres and posters, and points 
out advantages along with limita- 
tions. Cost of the series is $3.00. 
Write Minneapolis-Honeywell Reg- 
ulator Co., Dept. AL, Minneapolis, 
Minn. 


New Building Supply Unit 
This unit is called the Adjust-O- 
Stair. Its principal feature, as ex- 
plained by the designers, is its ad- 
justability for height and pitch-and- 
run. Its chief construction advan- 
tage is that it is a complete 
unit ready to be installed per- 
manently during the first stage 
of construction. Contractors and 





Trade Mark 


Wall 





PONDEROSA PINE 


High Altitude, Soft Textured Growth 
Modern Moore Design Dry Kilns 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE 


CALIFORNIA 
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AUTOMATIC 


TANNEWITZ oct 


for Swing Saws 
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30 Deys Free Iriel 
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No better door 
af any price! 


Style King is the better value, all wood flush door that's 
tailored for handsome profits. Its beautiful 3-ply Birch faces 
conceal the finest construction features and materials on the 
market — making it an outstanding buy for your customers 
and an outstanding seller for you. No 
Style King is guaranteed against defects 
recognized wholesalers everywhere 


cut-rate’ quality. 
It's distributed by 








Let us send you full profitable dteails. Inquire today. 


STYLE KING DOOR CO., Inc. 


Detroit Office 
9946 GREENFIELD ROAD (27) 
VErmont 8-7047 


Sales Office and Plant 
P. O. Box 71 — MANSFIELD, OHIO 
Phone 3-1096 














To 
INDUSTMALS 
DEFENSE PROJECTS 
RETAIL LUMBER YARDS 


An Experienced Lumber Service 
That Knows the Producer's Prob- 
lems and the Buyer's Needs. 


“In the Heart of 
The Deep South” 


umber Company 
Crystal Springs, Mississippi 
eae oe P. ©. Box 391 














ECONOMY 
FLOORING 


Satisfaction 
Diamond Hard Excellent 


2nd & Thrifty 3rd Grades 


Make money by saving your customers money 
You can save them up to 45% by recommending 
2nd and 3rd Grades of Diamond Hard Maple 
Floorirg! Unexcelled for wearability, they are 
ideal for remodeling jobs — lower cost homes 
institutions — warehouses — and many other 
yses. Write for full detailt! 


Over 40 
Years’ 


COUNTERBALANCED 


e lower cost 
e installed faster 
° for better styling 


Inexpensive windows 
make an excellent sell- 
ing point when they're 
hung with Pullman Sash 
Balances. Weathertight, 
noiseless, trouble-free op- 
eration. Alert architects 
now specifying them for 
homes, schools, hospitals 
—all kinds of commercial 
and industrial buildings. 
The Pullman method per- 
mits quick installation (10 
to 15 minutes per window), 
uniform mortise size— 
A FALSE HEADER wide scope in window de- 
/ LAYOUT sign, maximum light area. 
4 Write today for full specs: 
yr Pullman Manufacturing 
LIFETIME GUARANTEE Corp., 325 Hollenbeck St., 
Rochester 5, N. Y. 
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am. 


and money! 
CONVERT TO 


ANCO 


BAG TRUCKS 
and the 
ANCO PALLET SYSTEM 





Palletize your materials and 
move them in unit loads! With 
an Anco Truck you can reduce 
handling expense 50% and 
more, The Anco Pallet Plan 
eliminates hand stacking of 
bogs and Anco Trucks give you 
the most efficient method ever 
devised for reducing labor costs 
and increasing net profits. It's 
worth investigating . . . inquire 
today! 


EXCLUSIVE 
NOSE-PLATE 
WHEELS 


FREE 
TRIAL OFFER! 


Just roll Anco Truck under the pallet and 
tip back. Light pull on handles will tilt up 
to 1200 Ibs. into perfect-balance rolling 
position. No sharp corners to snag bags—a 
precision-built arc-welded single unit. Gives 
years of service and immediate returns 


Mail coupon 
for details. It's 








J. W. WELLS LUMBER CO. 


Menominee, Michigan 
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money-moker and 


a bock-sover 


Please send us full information about the Anco Pallet Plan and 
Anco Pallet Trucks that do twice the work with half the effort. 


Address. 











CREENING 


(Weyston’ 


Keystone Aluminum Insect Wire Screening can 
be sold by you with confidence. Will not stain 
or discolor woodwork or masonry. Improves 
home appeorance. Light, strong, durable and 
pleasing to the eye. 


Keystone Electro Galvanized insect Wire 
Screening, made of specially selected copper 
bearing steel wire, gives strength and rust re- 
sistant qualities 


QUALITY BRONZE 


Keystone Bronze Insect Wire Screening, both 
Bright and Antique finish, woven from high- 
est quality commercial bronze wire of 90-10 
analysis (90% Copper, 10% Zine Alloy) com- 
bines beauty, hardness, strength and resistance 
to atmospheric conditions. 

it pays to sell KEYSTONE—fop quolity insect 
wire screening for every requirement! 


calelog laday 


KEYSTONE WIRE CLOTH CO. 


Hanover, Pa. Fostoria, Ohio 


82 


| builders find that it saves time, ma- 
| terials and labor on the job. Adjust- 
O-Stair is made with steel stringers 
and wooden treads. Stringers are 
12 feet long, and are equipped with 
all necessary hardware for assem- 
bling with treads. Wooden stair 
treads, cut by the dealer to any de- 
sired length up to 4 feet, increase 
the flexibility of the unit to meet 
various structural conditions. Ad- 
just-O-Stair is quickly and easily 
installed to provide a permanent 
safe stairs for construction work- 
men. Write Adjustable Stair & Mfg. 
Co., Dept. AL, Box 936, Rockford, 
Il. 


New Brush Merchandisers 


Analysis of retail sales of paint 
brushes has been the leading fac- 
tor in design of a new group of 
merchandisers now being offered 
by The Wooster Brush Company. 
The Wooster “Counterated” Wire 
Rack Merchandiser is designed to 
hold a complete assortment of vari- 
ous-sized brushes to meet average 
public demand. It requires only ap- 
proximately 18” in counter space 
width, displays a total stock of 514 
dozen wall and varnish brushes in 
sizes from 1!” to 4”. It comes in 
three price-range assortments, with 
the dealer’s choice of 100% pure 
bristle or 100° pure nylon brushes. 
Two other merchandisers are in- 
cluded in the Wooster 1953 pro- 
gram. One is the rubber-base paint 
brush merchandiser which featuers 
4” and 6” brushes specially de- 
signed for rubber and latex paint 
application. This unit holds a stock 
of one dozen brushes. Another is 
the wall brush merchandiser, a 
combination display and storage 
unit holding one dozen brushes in 
3”, 34%” and 4” sizes. Write The 
Wooster Brush Company, Dept. 
AL, Wooster, Ohio. 


“Do-It-Yourself” Literature 


Two companion pieces of litera- 
ture just published by Johns-Man- 
ville are, “Ceiling Panels and Wall 
Plank,” an 8-page brochure in full 
color, and a “do-it-yourself” fold- 
er entitled, “How You Can Build a 





Beautiful Room Like This in Your 


Unfinished Attic.” Ceiling Panels 
and Wall Plank are insulating 
board materials. The brochure ex- 
plains how they are manufactured, 
shows the colors in which they are 
available, describes special features 
such as the flame resistant finish 
and the Lightning Joint which con- 
ceals fasteners. The many color 
photographs and drawing of com- 
pleted rooms provide ideas for in- 
teriors throughout the house. This 
brochure concludes with descrip- 
tions of two related products - 
Building Board, a large size sheet 
material often used in combination 
with Ceiling Panels and Wall Plank, 
and, Fibretex Panels, perforated 
ceiling panels that absorb noise. 
The 4-page “do-it-yourself” folder 
shows how to build a room with 
the materials described in the bro- 
chure. The folder gives illustrated 
step by step instructions for chang- 
ing typical unused attic space into 
an attractive living area. Drawings 
include a tioor plan, elevations and 
a sketch of the necessary framing. 
Information on how to insulate the 
room is also included. For copies 
of these two publications write 
Johns-Manville, Dept. AL, 22 East 
40th St., New York 16, N.Y. 


New Seal Foil 


Sealtite Insulation Manufactur- 
ing Corporation has perfected a 
specially designed new material for 
proper insulation of metal clad 
buildings. Known as Seal Foil type 
PF-4, this insulation is attached to 
the outer structure with a special 
insulation hanger which adheres to 
the steel permanently and is bond- 
ed by a novel type adhesive devel- 
oped by the firm. The hangers are 
threaded bolts to which the insu- 
lation blankets are attached with 
strap hangers and then bolted in 
place. This method keeps the in- 
sulation foil-faced blanket in place 
permanently. No special tools or 
equipment are needed to install the 
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material, as all the insulation and 
accessories are furnished. Write 
Sealtite Insulation Manufacturing 
Corporation, Dept. AL, Waukesha, 
Wis 
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New Cabinet Hardware 


Two new Cabinet Hardware 
“Salesmakers” for  point-of-pur- 
chase display are now offered by 
The Stanley Works. “Freeform” in 


styling with modern kitchen coiors 
of blue, maroon and yellow as a 
background, these attractive dis- 
plays have easel backs for counter 
use and automatic “swing-back”’ 
hinges for post, wall or counter- 
edge mounting—may be easily re- 
moved in one motion for outside 
sales use. They are also equipped 
with a pocket for attractive, free 
hooklets describing the complete 
Stanley Cabinet Hardware line. 
Front of display boards feature 
matching sets. Other hardware 
mounted on back of doors. Displays 
come in two sizes: No. DB521 

181,” wide x 2314” high, and 
No. DB520—17” wide x 141.” high. 
Write The Stanley Works, Dept. 
AL, New Britain, Conn. 


Extruded Aluminum Door 


After several years of experi- 
mentation, the Curvalum Manufac- 
turing Company can now offer a 
fully extruded aluminum door made 
to fit any type of doorway from 
a template of the door opening. The 
master frame is one piece of ex- 
truded aluminum notched in cer- 
tain places, according to formulae 
worked out on the drafting board, 
so that when the frame is bent, 
it follows the pattern of the door- 
way. The aluminum frame is also 
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notched and bent, the notches filled 
in with caulking compound and 
covered with aluminum wedges to 
make an air-tight fit. All doors 
come complete with latch, door 
closer, stainless steel hinges, storm 
chain and rain strip. Curvalum 
master extrusions are designed so 
that any type of grille can be set 
into the panel opening, thereby 
eliminating the use of clips on the 
outside of the door. For literature 
write Curvalum Door Manufactur- 
ing Company, Dept. AL, 15 Pros- 
pect St., Hewlett, L. I, N. Y. 





THE MEADOW RIVER 
LUMBER CO. 


Manufacturers of 


Mfrs. of 
Genuine 


GILLIES BROS. & CO. Ltd. 


BRAESIDE, ONTARIO, CANADA 


WHITE PINE strctus, 


Also some Norway and Spruce 


AIR-SEASONED — WATER-CURED 
Rough or Dressed 


Capacity 28 million feet annually 


Sawmills — Braeside and Temagami, Ontario 
1842 Member N-A.W.L. Assec. 1952 


West Virginia Hardwoods 


Rainelle, W. Va. 

















GET YOURSELF MORE 
BUSINESS by using our car- 
toons in your newspaper 
advertising. There are 104 
cartoons on Remodeling, 
Roofing, Additions, New 
Homes, etc. Mats come in 
| and 2 column sizes. Also 
350 tie-in copy suggestions 








“ih na a eS 
Specialists in Ook Floor- 
ing. Genero! wholesal- ~~ 

= ers of all lumber items. = 
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Cartoons will get you more 
readers per advertising $ 


Write today for FREE proofs 
«4 - — and complete information to 
—?|_ - : - — . 


LIL-AD FEATURES, 


RFD 3, Santa Ana, Callf. 








Contact us on your 
aceds. 





























“When are you going to build us 
some bookshelves?” 
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AMERICA’S FASTEST 
SELLING NEW 
BUILDING MATERIAL 


original 


Hlsynle 


TRANSLUCENT FIBER GLASS PANELS 


alsynite is a national sensation 
Everybody is buying it — architects, 
builders and home owners. Alsynite 
is easy to use — feather-light, can be 
sawed and nailed, installs like cor- 
rugated metal. Seven colors, corru- 
gated and flat panels 


homes for skylights, patio roofs, 
window walls, shower stalls, awn- 
ings, etc. Ideal indoors and out 


commercial __for store fronts, office 
partitions, luminous ceilings, deco- 
rative effects, signs 

L 


industriel for unlimited daylight- 
ing skylights, side walls, etc. No 
framing needed 


ALSYNITE COMPANY OF AMERICA 
Dept. Al-1, 4670 DeSoto St., San Diego 9, Cal 


Send me complete Alsynite information 
[am interested in Alsynite Dealership 


Name 
Company 
Address 
City State 
Plants in Calitorma and Ohio Distributors in Principal Cities 





NAMES IN THE NEWS 


New Wholesale, Retail 
Firms in Shreveport, La. 


R. J. Brock, former partner in the 
3rock-Hammett Lumber Company, 
recently announced the opening of 
the Brock Lumber Sales Co., Shreve- 
port, La., as wholesale dealers in yel- 
low pine, hardwood flooring and west 
coast lumber items. The firm will 
specialize in service to mixed-car 
buyers. 

Mr. Brock reports the company is 
in excellent position to furnish mixed 
cars of yellow pine yard items and 
hardwood flooring. All of the yellow- 
pine mills represented by the firm are 
members of either the SPIB or SPA; 
hardwood flooring suppliers are mem- 
bers of the NOFMA. The new Brock 
organization is located at 515 Mar- 
ket St. (P. O. Box 674). 

A. G. Hammett, former partner of 
R. J. Brock in the Brock-Hammett 
Lumber Company which is now in 
the process of amicable dissolution, 
plans to operate a general lumber and 
building supply business in Shreve- 
port, at 3893 Greenwood Road. This 
concern will be known as the A. G 
Hammett Lumber & Supply Co. 

Mr. Hammett has had complete 
charge of Brock-Hammett's retail di- 
vision since the firm acquired the 
lumber yard in 1949. There will be 
no connection between his organiza- 
tion and the Brock Lumber Sales Co 


Superior Will Start 
Shipping Next Month 


Superior Lumber Sales Company 
has now installed an Irvington Auto- 
matic Smooth End Trimmer in its 
plant recently purchased at Marys- 
ville, Calif., in order to insure the 
proper trimming of lumber. 

There is now 5,000,000 feet of lum- 
ber in inventory, and the plan at the 
present date is to start shipping 
some time around the first of March. 
All sales will be handled through 
Superior Lumber Sales Company at 
920 9th St., Sacramento, Calif 


Wholesale Plywood 
Distributors 


Larry Harris and Fred Schroeter 
report they have built their success- 
ful plywood jobbing business on three 
premises. 1) Primarily, that lumber 
dealers and fabricators are btying 
“insurance” from them as weil as 
plywood, and therefore they continu- 
ally carry a stock which will enable 
spot delivery from one to a thousand 
or more panels. 2) They study with 
their salesmen the problems of their 
end users. With hundreds of ac- 
counts in metropolitan New York, 
New Jersey and Connecticut, their 
final conclusion has paid big dividends 
to their customers as well as the 
Hasco Plywood Company. 3) They 





stock not only staples but pioneer 
‘in-stock-service” for plywood items 
with unproved potentials to afford 
their customers an opportunity to 
shop the “new market” without leav- 
ing Hasco’s warehouse. The firm is 
located at St. Albans, N. Y. 


New Mill in Little Rock, Ark. 


J. H. Hamlen & Son, Inc., of Little 
Rock, Ark., in business over 100 
years, recently built a modern, all- 
electric band sawmill with electric 
setworks, air dogs, etc. to replace the 
company’s mill destroyed by fire in 
September, 1951. Hamlen has mod- 
ern, steam dry kilns for kiln drying 
and also does custom kiln drying in 
transit. All lumber is_ anti-stain 
treated, carefully stacked in racks, 
and handled to and from the yard 
and kilns by lift trucks in packages 
In addition to the lumber manufac- 
tured, Hamlen also handles oak floor- 
ing, yellow pine and hardwood lum- 
ber on a wholesale basis from other 
mills in Arkansas, Louisiana, Mis- 
sissippi, Alabama and Georgia. 

A. L. Miller of Hattiesburg, Miss. 
is manager of the Hamlen Sawmill 
and Lumber Division. He was for 
merly president of the Miller Lumber 
Co. of Hattiesburg. before joining the 
Hamlen firm last fall. Mr. Miller has 
also been associated with Peers & 
McGlone of Pine Bluff, Ark., the J. O. 
Nessen Lumber Company of Chicago, 
the John Dulweber Lumber Company 
of Cincinnati, and the St. Regis Paper 
Company of Fargo, Ga. 


“Forest For the Future” 


“Forests for the Future,” the Di- 
aries of David T. Mason, edited by 
Rodney C. Loehr: This book of 284 
pages, attractive in format and well 
illustrated, reviews nearly half a cen- 
tury of the American forest and of 
the part played in that history by 
forest products industries. 

The personal diaries of David T. 
Mason, which were kept as a day-by- 
day record for Mason's personal use, 
with no thought of future publication, 
relate the persistent crusade of one 
of America’s best-known foresters to 
promote sustained vield management 
on privately-owned forest lands. From 
Gifford Pinchot and Teddy Roosevelt, 
who dominated the early part of this 
century’s forest history, to the pres- 
ent-day champions of sustained yield 
forest management in both industry 
and government, Mason and his ed- 
itor, Dr. Loehr, draw in sharp fashion 
the nigh and the low points of the 
record. 

The pages of the book record the 
names of foresters, cruisers, lumber- 
men, government workers and offici- 
als, and scores of others who played 
a part, whether leading or minor, in 
the important and fascinating story. 

Whether you are a forester, busi- 
ness executive. conservationist, or 
teacher, ‘Forests for the Future” de- 
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SEAL- 
PACKAGED 
FAST-MOVING 


Nationally 
teduertised 
BROWN’S 


AUPERCEDAR 


Guaranteed 90% Red Heart-100% Oil Content 


Our national advertising annually produces thous- 
ands of customer inquiries which are turned over 
to our dealers for follow-up. Here is an active 
market for cedar closet lining. Brown's SUPER 
CEDAR is a fast-moving _ 
profitable item and is — —_ 
produced by the largest N's i 
and oldest experts in 

the business. Sold only SUPE ¢ DAR) 
through leading jobbers CLOSET LINING J 
and millwork distribu (¥ 

med Sse an —_ 


Write for Builders Folder and Consumer Booklet 


PRODUCT OF 


GEO. C. BROWN & CO., Inc. 


GREENSBORO, N. C. Established 1896 


LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 





SAWHORSE BRACKETS 


NO NAILS e NO BOLTS 
NO SCREWS 


ALL-WELDED CONSTRUC 

PION. Use any 2 x 4s for legs 

and crossbar ...set up or knock- 
ed down instantly 

Each package is a 

colorful counter dis- 

play. 12 Sets to a 

carton. Dealer helps 


FREE, 


Nationally advertised 
order from your 
wholesaler, or direct if 
he cannot supply you 


GRAND HAVEN STAMPED PRODUCTS CO. 
GRAND HAVEN, MICH. 


Buttp1Inc Propucts MERCHANDISER 





serves a prominent place on your 
bookshelves. Write Minnesota His- 
torical Society, Saint Paul 1, Minn 


Bernet Changed to Flambeau 


Officials of the Central Lumber 
Company, Stillwater, Minn., who 
bought the Bernet Lumber Com- 
pany at Ladysmith in Dec. 1951, 
are now changing the name of this 
corporation to Flambeau Lumber 
Company. 


Teco’s Next Glue Course 


The five-day training course in 
wood adhesives and quality control in 
glued laminating, designed especially 
for furniture, woodworking and lam- 
inating plant operators and glue room 
personnel, will be held March 23-27, 
at the Lumber and Wood Products 
Laboratory of Timber Engineering 
Company, affiliate of National Lum- 
ber Manufacturers Association, ac- 
cording to Carl A. Rishell, director of 
research. 

An outline of the course and other 
information about the March 23-27 
glue school may be obtained from 
Timber Engineering Company, 1319 
18th St., N.W., Washington 6, D.C 


Donald Bibler, Managing 
Storer and Flightner, Inc. 


Ernie L. Wales, president of Storer 
and Flightner, Incorporated, lumbe1 
manufacturers at Darby, Mont., has 
announced the appointment of Don- 
ald Bibler as general manager. Mr 
Bibler succeeds R. D. Flightner, for- 
mer president and general manager 
who asked to be relieved of these spe- 
cific duties. 

Mr. Bibler’s appointment became 
effective Jan. 1. He has been with 
the organization since its inception 
and has been currently in charge of 
the firm’s vard planing mill and ship- 
ping facilities 

The company's policies will remain 
the same. Wales Lumber Company 
of Spokane, Wash., will continue as 
sales agents 


Shiely Heads Winton 
Lumber Sales Company 


James F. Shiely, who recently 
joined the Winton Lumber Sales 
Company of Minneapolis, has been 
elected president to succeed Robert C. 
Winton, resigned. 

Mr. Shiely has made lumber his 
business career, getting his start by 
working in the mills of the west 
coast after graduating from Notre 
Dame. He was interested in the dis- 
tribution rather than the manufac- 
turing of lumber, and in 1942 became 
associated with Rock Island Lumber 
Yards of St. Paul where he became 
general purchasing agent and assist- 
ant to the manager. 

The following staff will be Mr 
Shiely’s assistants in Minneapolis 
Raymond V. Ring, executive vice- 





THE NEW 


lder 
ca 


OVERHEAD 
GARAGE DOOR 
LINE 
has a style and size 
for every need 





NE’’ DOOR 
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CALDER ‘FLUSH’ DOOR 


CALDER COMMERCIAL DOOR 


Here's a brand new line of doors 
that has everything. Made by a 
manufacturer with over half a cen- 
tury of designing and engineering 
experience, the new Calder doors 
are available in every conceivable 
size and style for every conceiv- 
cable need. Special designs and 
sizes to order and for extra ap- 
peal to the customer and extra 
profit for you—all Calder doors 
can be equipped with radio con- 
trolled electric operators. 

Send for complete 

information and 

our new, free, 

illustrated catalog. 


calder 


MANUFACTURING CO. 
LANCASTER 14, PENNA. 








president and sales manager; James 
B. Stricker, vice-president and area 
manager; James I. Wyer, vice-pres- 
ident in charge of wholesale depart- 
ment; Richard E. Somers, vice-pres- 
ident in charge of sales of Winton 
products 


David Puckett Retires 


After many years here as a lumber 
and building materials dealer at 
Princeton, Ind., David M. Puckett has 
announced his retirement from active 
participation in the Puckett Lumber 
Company operation 

Mr. and Mrs. Puckett plan to sail 
in April for an extended tour of North 
Africa and Europe An active Ro- 
tarian, Mr. Puckett has arranged his 
schedule to permit his attendance at 
the Rotary International convention 
in Paris 


OBITUARIES 


CARL C. CROW, president of the 
publishing corporation bearing his 
name, passed away Jan. 26 at St. 
Vincent's Hospital in Portland. Mr. 
Crow, who was 70 years of age, had 
been ill since early November 

Carl Crow was noted for his forth- 
right and courageous editorials on 
numerous important issues affecting 
lumber, private enterprise or govern- 
ment. Even those who did not know 
him personally admired the common 


sense and character reflected in his 
writing. 


He was born at Lane, Kan. His 
father was a dealer in lumber, imple- 
ments and hardware. Fifty years ago, 
at the age of 20, Carl Crow went to 
Portland, and not long afterward 
went to work in the lumber business 
Among the concerns for which he 
vorked in his younger years were the 
Clatsop Mill Company at Astoria, the 
Hammond Lumber Company at Mill 
City and the Feather River Lumber 
Company in northern California. For 
a time he also engaged in lumber 
wholesaling but in 1921 he founded 
the publishing business which he car- 
ried on successfully for the rest of 
his life, building up an organization 
which is known throughout the coun- 
try in the field of lumber market 
news and analysis 


GEORGE H. MANNING, born Feb 
23, 1899, died of coronary occlusion 
January 7, while at work. He had 
been manager of the Central Lumber 
Company at Marshall, Ill. for several 
years 3efore going to Marshall, Tl 
in April, 1940 Mr. Manning had been 
at Cairo, Ill. He had also worked in 
lumber yards in Kansas City. Omaha 
and Yreka, Calif. Mr. Manning was 
prominent in civic, community, fra- 
ternal and church activities 


HAROLD JOHN LUCK, 69, whole- 
sale lumber dealer in Toronto, Ont., 
died Jan. 24. Engaged in the lumber 
business since 1920, Mr. Luck during 





W. R. Wrape Stave Company — Industrial Lumber Company 
Little Rock, Arkansas 


Dizie Brand Oak Flooring — Ook Dimension Stair Treads 
Oak Trim and Moulding 





1912-1953 


MANUFACTURERS OF 


B. C. RED CEDAR SIDING, SHINGLES, LATH 


PORT 


MOODY B86 C 


over 40 year 


CANADA 


World War II served as assistant 
timber controller with the federal 
government in Ottawa. 


JOHN F. SAGE, manager of the 
Bruce operation at Bruce, Miss., died 
at his home January 5, after a short 
iliness. He was 47 years old. In 
1925, after a brief apprenticeship for 
3ruce at Prescott, Ark., he was made 
an inspector. In 1929 he was trans- 
ferred from Prescott to the new 
Bruce plant at Bruce, Miss. where he 
was yard foreman Mr. Sage was 
named manager of the Bruce plant in 
1937 and held this position until his 
death. 


WILLIAM GROTE, chairman of 
the Grote Manufacturing Company 
and of the Grotelite Company, died 
in Cincinnati, Ohio, January 16, at the 
age of 85. Mr. Grote was a pioneer 
in the production of injected molded 
plastics in America, having brought 
the process and the first hand-oper- 
ated machine from Europe in 1922 
He built the first automatic plastic 


injection-molding machine in Amer- 
ica 


Answers to What's Your Answer? 
Stop! Read questions on page 72 


1. Use blanket advertising plus fol- 
low-through on prospects. See 
p. 68. 

. Seal-Treat penta wood preserv- 
ative. See ad by Chapman Chem- 
ical Co., Memphis Tenn., p. 10 

. More remodeling. See p. 54. 

. G. W. Griffin Co., Franklin, N.H 
See p. 330. 

. The Liberty Bell. See p. 62. 

All aluminum. See ad p. 34 for 
twelve factory outlets. 

. Scott Lumber Co., Amarillo, Tex 
See p. 26. 

3. H. A. Schubert Co., Wilmette, Ill 
See ad p. 69. 

. Revolving hangers plus overhead 
traverse rod. See p. 38. 


. Webb Mfg. Co., Philadelphia, Pa 
See ad p. 64. 





SIMPLIFIED INVENTORY CONTROL 


(continued from page 36) 





eral opinion that 1 to 99 will cover 
most stock shipments. If the number 
of items received exceeds 99, we sug- 


gest you write in the number of items 
received. 


Operation of Stamp: As an illus- 
tration we will use a shipment of 
paint as it arrives at the yard. On 
receiving a shipment of paint, the 
clerk checking the shipment for 
quantity against the delivery memo 
will turn the day and the month on 
his stamp four months in advance 
of the date of receiving the ship- 
ment. (The reason for this is that 
we require a minimum of three 
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turns a year on any product in the 
yard). The year would be set for 
2 for 1952 and the number of cans 
of paint that were received in this 
shipment: i.e., if we received 12 
cans of paint on Jan. 23, 1952, the 
paint as follows: 23 YM2-12 which 
merely means that after May 
23, if you have any part of the 12 
cans remaining on your shelves, 
you are not turning the quantity 
originally ordered at the rate of 
three times a year. 

This should be your signal on 
subsequent purchases to order in 
line with the turn of the product 
Also, it will enable one to spot 
slow-moving items and return them 
to the manufacturer before they 
become obsolete 

“We found that the most ac- 
curate method of starting this 
system was to stamp every can 
of paint on our shelves so that we 
would have a starting point. We 
dated all our cans four months in 
advance but this, of course, can be 
changed to fit any turns desired 
We started on paint stocks, but 
have been gradually applying the 
stamp system to many other hard- 
ware items. 

“We feel sure that if this sys 


A name that you can 
depend on for quality and per 
formance. Our new plant assures 
you of a steady, constant source of 


supply 


Write today for 
complete informa- 
tion and descrip- 


tive literature. 


CURVALUM rol wie: CO. 


15 Prospect Street, Hewlett, L. |. 


Butitp1inc Propucts MERCHANDISER 


tem is followed faithfully, one can- 
not fail to get the maximum stock 
turnover. Slow-moving items will 
either be eliminated or reduced to 
a minimum—-the number necessary 
to round out the stock. The in- 
vestment is trivial and the amount 
of work required to stamp each in- 
coming item is incidental.” 





SOUTHWESTERN CONVENTION 


(continued from page 58) 





which they ‘have had since World 
War II to continue. Many retailers 
said that the progress of the build- 
ing materials business depends on 
effective advertising and increased 
sales promotion. 

Members arriving from Kansas, 
Oklahoma and Missouri all reflected 
the feeling that business will con- 
tinue to be good. 

“The lumber business in Kansas 
is fine, and we expect it to be good 
for some time,’ Earl McGowan, 
Winfield, said. ‘‘There has been no 
letup in the rate of building in my 
town or in other areas of Kansas 
where I contact dealers.” 

“Oklahoma seems to have an 
unlimited need for new houses and 
buildings,’ John Henson, a Bris- 
tow dealer, commented. “We 
thought we had reached the peak 
in business volume last year, but 
there is neither a letup nor any in- 
dication of a letup next year.” 

Business sessions included talks 
by eight speakers in the building 
materials industry. All the speak- 
ers were well received by the 
dealers. 

A highlight of the convention 
was a two-hour concert by Fred 
Waring’s Pennsylvanians in the 
Municipal Auditorium. More than 
5,000 enjoyed this special attrac- 
tion. 

At a dinner 45 bronze plaques 
were presented to the families or 
firms of past presidents of the as 
sociation. Fourteen past presidents 
were present to their 
plaques in person. The presenta 
tions were handled by Clay A 
Thompson and Ernest EF. Woods 
both former presidents 

Fred S. Stephenson, Chickasha, 
Oklahoma, was elected president on 
the final day of the convention 
Newly elected vice presidents in- 
clude: Sam M. Arnold, Kirksville, 
Mo.; C. M. McAllister, Garden City, 
Kan.; Jack R. Grobmyer, Little 

tock, Ark. C. Wilbur Baker was 
elected treasurer 


receive 





minimum 
finishing 


: tokes 
minimum 
sanding 
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Ask the man who does the work what 
he prefers in flooring. You can bet that 
Ozark Oak Flooring meets his every 


specification! 


Favorite of carpenters and contractors 
for many years, Ozark Oak Flooring is 
produced from fine quality, Missouri 
altitude-grown oak stock. It’s extremely 
durable, yet takes minimum finished in 
stallation time because it requires little 


sanding and finishing for lifetime beauty 


Properly seasoned in Moore Cross-Circu 
lation Kilns, Ozark Flooring is accurately 
milled on modern machines and expertly 
graded in accordance with NOFMA 
grading rules. You'll find your custom- 
ers will like and reorder this fine floor- 


ing. Make your next car Ozark Brand! 


“FINE FLOORING 
) 
) SINCE 1927” mi 


Ozark Oak Flooring is carefully bun 
died for safe arrival, easy handling 
Prompt Shipment of Most Sizes and 
Grades. Send us your inquiries 


r, & 


The’ 
OZARK 
foy.\ @aeele) ii, icheel iy, be 


BISMARCK, 
MISSOURI 














COMPANIES ANNOUNCE 


A. James Lytle 
has been named 
vice - president in 
charge of sales of 


the Zuilding 
rrades Division 
of Silvercote 


Products, Ine., 
Chicago, it was 
announced by 





A. H. Charles 

Dalley, president 

The company A. J. LYTLE 
manufactures re- 

flective - type insulation known as 


Silvercote. Mr. Lytle has been with 
the company for three years, heading 
up the Trailer Coach Sales Division 


Godfrey Asthalter, dJr., long a 
wholesale and commission lumber 
salesman, has recently gone into busi- 
ness for himself His firm will be 
known as the Ridgewood Lumber 
Sales, 5 North Broad St., Ridgewood 
N.J It will concentrate on the sale 
of West Coast lumber on a commis 
sion and wholesale basis 


Lassen Lumber Sales, wholesale 
lumber dealers, Monadnock Building 
San Francisco 5, Calif., has announced 
that C. C. “Sti” Stibich, has become 


associated with that concern. At the 
head of Lassen Lumber Sales, is J. W 
Rodgers, who is well known in pine 
lumber and box circles Mr. Stibich 
has a background of broad experience 
in the distribution of West Coast lum- 
ber and lumber products For 


many 
vears he was an executive in the 


sales 


department of Tarter. Webster & 
Johnson, San Francisco office. He has 
long been an active member of the 


trade promotion committee of the 
Western Pine Association 


The Penn Metal Company has ap 
pointed William F. Taylor as manage: 
of its structural sections division. My 
Taylor will be located at the Parkers 
burg plant, and will be in charge of 
the sales of the firm’s new line of 
Lightsteel sections for building con 
struction. Nation-wide distribution of 
these structural products began last 
month. Mr. Taylor went to the Penn 
Metal Company from Chicago where 


he assisted the contracting manage 
of the Mississippi Valley Structural 
Steel Company He was associated 
also in past years with the Ingalls 
Tron Works, the Butler Manufactur- 


ing Company and the Bethlehem Steel 
Company 


National Gypsum Company has an- 
nounced the promotion of John N 
Crawford to the position of Com 
modity Manager in wallboard, suc- 
ceeding Richard Glazier, recently 
promoted to assistant to the general 
commodity manager Formerly as- 
sistant commodity manager in watl- 
board, Mr. Crawford has also been a 
product engineer in the Mason Supply 
Division. Among duties in his new 
position will be extension and revision 
of the campaign to promote wall- 
board, compilation of information on 
new developments and trends in 
wallboard, and analysis of compet- 
itive products 
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Classified 
Advertising 


All ads for classified section must be in Pub- 
lisher’s office 10 days preceding date of pub 
lication. Advertisements are set in uniform 
6 point style. No cuts or special borders 
allowed. Please indicate classification de- 
sired. Publisher reserves right to classify, 
edit or reject any classified advertisment. 
No agency commission or cash discount 


allowed. 

Rates: 

1 Time 10c per word for each insertion. 
Minimum charge of 50c per line. 

3 Times 9c per word for each insertion. 
Minimum charge of 45c per line. 

6 Times 8c per word for each insertion. 
Minimum charge of 40c per line. 

26 Times —7c per word for each insertion. 


Minimum charge of 35c per line. 


Terms Cash With Order 
Minimum Charge $2.00 


For advertisements bearing box number count 
five extra words. There are approximately 
5 words to a line and when less are specified 
or used, regular line rate is charged. 

When answering box numbers or mailing 
copy for ads address them to: 


AMERICAN LUMBERMAN 6& 


BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St., Chicago 2, Il. 








HELP WANTED 


Experienced wh le sales that can 
handle Wholeecle Lumber Department of our 
business. Should be experienced in telephone 
and mail buying and selling of yellow pine, 
southern hardwood and fir lumber. Will pay 
a straight salary or salary and percentage of 
net profits. We have ample capital. 
GRAYSON LUMBER COMPANY 
Birmingham, Ala. 











Young man to assist manager of retail lumber 
busniess operating three yards. Must have 
lumber experience, executive and sales ability. 
Address Box F-44, American Lumberman, Inc. 





SITUATIONS WANTED 


MILLWORK-DETAILING 


Let a group of experienced millwork detail- 
ers with 30 years experience, commercial and 
residential, do your detailin Cost reason- 
able. Results guaranteed. Bete Box V-71. 
American Lumberman,. Inc. 








Wholesale Lumber Merchandiser available 
immediately. Broad acquaintance with South- 
ern and Western Producers. Comprehensive 
knowledge of retail Industrial and Railroad 





requir % cc d to handling ys 
volume. You furnish the capital—I will 
the job. Address Box E-36, American Lum- 


berman, Inc. 





HELP WANTED 





Wanted: Man experienced in wholesale lum 
ber business to assist in management and in 
increasing sales from both office and in 
making personal contact. Old established 
firm located in Western Pennsylvania. A 
splendid opportunity for right man looking to 
the future. Address Box E-33, American Lum- 
berman, Inc. 





Experienced Draftsman Wanted. Must be able 
to take off millwork from plans, understand 
specifications, draw shop details, and handle 
all matters related to above work. In apply 
ing, state age, experience and salary required 
Steady work for the right man. Apply Carr & 
Johnston Co., 1219 S. Washington, Peoria, Ill. 





If you have successfully sold lumber and 
building materials to contractors and others; 
if you like people, and prefer the opportu- 
nities which selling provide; if you are sty 
mied in a smaller town lumber yard, and 
want a chance to ultimately become an im- 
portant (#3) man in one of the oldest and 
largest retail lumber yards; and if you want 
the greater opportunities of a large Illinois 
city (not Chicago)—write us your qualifica- 
tions and send snap shot. Ail replies will be 
held strictly confidential. Will arrange inter. 
view at our expense with those who interest 
us. Compensation arrangement open — de- 
pending on your ambition and growth qual- 
ifications as we appraise them. Address Box 
F-39, American Lumberman, Inc. 


Wanted: Assistant Sales Manager — Chicago 
Wholesale Lumber Office. Want a better than 
average man who can get results and do 
things upon his own Initiative; principally 
Western, some Southern Stock. Good Mill 
connections. All replies will be strictly con 
fidential. Address Box F-40, American Lum 
berman, Inc. 





RETAIL MANAGER 
City of about 10,000, northern Iowa by estab 
lished line company. Please include all pre- 
vious experience, include recent photo. Salary 
and incentive plan. Address Box F-43, Amer 
ican Lumberman, Inc. 





Fast growing Midwest wholesaler with plenty 
of opportunity has opening for experienced 
wholesale lumber salesman in the State of 
Indiana. Straight commision only. If you 
are interested in making money, contact 3ox 
F-45, American Lumberman, Inc. 





EXECUTIVES 
We urgently need experienced lumber per- 
sonnel! for various locations througheut US. 
and Canada. Qualified men with good records 
will be sponsored on a fee basis for the 
following: Yard Managers, Sales Mars., Es 
timators, Countermen, rvicemen, Yard Fore 
men, Billers & Detailers, Salesmen, Millwork 
Plant Supers., Trainees and many others. Tell 
us what you want. EXECUTIVE SERV 


ICE, 5355 W. North Ave., Chicago 39, Mlinois 


February 





MILLWORK— DETAILING 


Send us your plans for detailing. Compre 
hensive shop drawings; hourly or contract 
rates, fast service. Address Box E-50, Amer 
ican Lumberman, Inc. 





LUMBERMAN age 50 High School Graduate, 
has Lumber background special experienced 
in European Lumber Import-Export Business, 
seeks position; also Wholesale or Retail. Ad- 
dress Box F-32 American Lumberman, Inc. 





MILLWORK SUPERINTENDENT 
Able to take full charge of special millwork 
plant. Experienced esti dd 


an . Cost 
Book “A” methods. Address Box F-26, Amer 
ican Lumberman, Inc. 








MILLWORK SUPERINTENDENT 


Detailer-Biller, years of experience, large vol 
ume detailed millwork. Good expediter. Refer 
oe, Address Box E-52, American Lumber- 
man, Inc. 





Retail lumberman, 
experience. Desire 
firm. Box P-36, American Senhora Inc. 


general — and sales 








Manager of men and materials wants Job. Bx- 
perience includes: contracting, personal sell- 
ing and sales management; also work as su- 
perintendent of specialty woodworking plant 
and manager of lumber and building material 
yard. oo Box E-54, American Lumber 
man, Inc 


SALES REPRESENTATIVES 
AVAILABLE 


Building material salesman 20 years experi 
ence. establishing as mfrs. agent, wants lines 
for Iowa territory. Wall and ceiling items 
preferred. Address Box F-37, American Lum 
berman, Inc. 


SALES REPRESENTATION 
AVAILABLE 


We are seeking direct mill connection on 
Dimension lumber, Gutters, siding, shingles, 
flooring, plywood, doors, mouldings, white 
pine, shiplap, roofers, etc. to sell on a com 
mission basis. Morris Greenberg, Port New 
ark 5, N.J. 


LUMBER & DIMENSION 
WANTED 
Wanted — Several cars K.D. Yellow Pine « 
Redwoed Bed Slats EE. Box F-28, America 


ULumberman, 
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WANTED —- RAILS 





BUSINESSES FOR SALE 





RAILS WANTED 
Any weight—Any tonnage 
W. H. DYER CO., INC. 
2111-A Railway Exch. Bidg., St. Louis 1, Mo. 





STEEL RAILS 
Any Quantity—Any Size 


IDWEST STEEL CORPORATION 
518 Dryden St., Charleston. W. Va. 





RAILS 
New Relaying 


Always in market to purchase and sell all 
classes railroad equipment 


M. K. FRANK 
480 Lexington Ave. Park Bldg. 
New York, N. Y. Pittsburgh, Pa. 
105 Lake St., Reno, Nev. 


BUSINESS FOR SALE 


Lumber, Building Materials, Paint and Hard 
ware business, located in Central Penna. Trad 
ing area of 70,000 within 10 mile radius. Real 
Estate including 44x62 well equipped shop, 
showroom and office, and six storage build 
ings $30,000.00. Inventory $15,000.00. Business 
averaged $80,000.00 per year last four years 
Address Box F-31, American Lumberman, Inc 








FOR SALE: Retail Building Material Business in 
Central Texas. Situated at junction of two 
U.S. Highways in City Limits of excellent fast 
growing town. Owner must sell. Priced 
right. Address Box F-41, American Lumber- 
man, Inc. 








For Sale: Retail Lumber & Building Supplies 
Business Located in Resort & Farming Area 
in Central Michigan; Sales Average Approx. 
$100,000.00 per year and could be increased 
considerable if territory was worked; Good 
Buildings and Equipment, 2 new trucks. In- 
ventory of $15,000 to $17,000 this time of year. 
Owner will sell Inventory & Equipment and 
lease buildings or will sell complete yard. 
For further information please write Box F-42, 
American Lumberman, Inc. 


Old established lumber yard with new store 
and office combination in small town located 
in excellent farming area. Good equipment. 
Handles complete line of lumber, builder's 
hardware, paint, and tools. Only yard in 
town and located on U.S. Route 150. Has 
railroad trackage. Owner wishes to change 
climate. Write Box G, Alpha, Llinois. 


Sale or Lease established lumber yard near 
San Diego. Gross 150,000—Paint, Hardware, 
Loader, 2 trucks. H. Hagmes, 5086 Guava, 
La Mesa, California. 





Union County, New Jersey, retail building ma- 
terial yard, modern show room and ware 
house, 25% increase over past year. Owner 
has other interests. Address Box E-58, Amer 
ican Lumberman, Inc. 


FOR SALE—Old established lumber yard in 
small town. Reason for selling: Owners wish to 
retire, This is the only yard in town, which 
is ideally located in a good farming area. For 
complete details write Shipman Lumber, Ship 
man, Illinois. 


Lumber Yard in Parsons, Kansas, established 
in April of ‘52. Monthly average for gross 
sales has been $4800 during first eight months 
of operation. Managed by 21 year old boy 
who will be called to the army _ soon. 
$30,000.00 to handle. Address Box F-29, 
American Lumberman, Inc. 








Coal, Lumber & Builders Supply Yard in small 
town with good prosperous farm community 
surrounding. Business located in growing 
northern Ohio town and on R.R. siding. Ex 
cellent opportunity and only responsible per 
sons need apply. Reason for sale, retiring. Ad 
dress Box F-30, American Lumberman, Inc. 





For Sale: Lumber and building material yard 
in fast growing small town near Chicago. 
Only yard in town, nice business, excellent 
potential, good reason for selling. Address 
Box F-34 American Lumberman, Inc. 


FOR SALE 
Good Nebraska Yard located in Corn Belt, 
Good clean dry stock under good sheds. 
Owner wishes to retire. Address Box C-4l, 
American Lumberman, Inc. 


Buttp1Inc Propucts MERCHANDISER 








CENTRAL MICHIGAN'S LARGEST RESORT 
AREA—and still growing. This prosperous 
Lumber yard has fine buildings, equipment, 
trucks and tools. Exceptional profit on a 
gross business of $250,000.00 for 1952. Full 
price $900,000.00 plus inventory of approx- 
imately $75,000.00. Address Bud Rumer, Real 
tor, 513 Garland Street, Flint, Michigan. 





PROMPT SHIPMENT 





Building Paper (36’—500 sq. ft. 


King Nails Bags-——(larger opening 
Twine for tying lumber) 


Siding Corners (including 5¢ in.) 
Aluminum Nails (in boxes or bulk) 
Joist Hangers 

Cross Bridging 


Flashing Shingles 
Tel-o-posts 

Wall Ties 

Area Walls 


HOSKING PAPER & SUPPLY 


P. O. Drawer 43 Wilmette, Ill. 





MISCELLANEOUS—FOR SALE 


CARPENTERS APRONS 
Write tor prices ana intormation. 
THE MINNESOTA SPECIALTY CO., in. 
eapolis, Minn. 








Advertising Yardsticks 
Basswood, 2-color. Same price as l-color. 
Also Paint Paddles. immediate shipment. 

. J. DUMONT CO. 
491 Stevens St., Geneva, IIl. 





BUSINESS OPPORTUNITIES 





Will sell part interest in old established 
wholesale lumber business located in Pitts- 
burgh area. Will only sell to man experi- 
enced in this business who will take active 
part. Will make good proposition to right 


man. Address Box E-34, American Lumber 
man, Inc. 





Will sell part interest in old established 
Wholesale, Retail and Mill Work Lumber Busi- 
ness located in Southern Indiana. Will make 
good proposition to right man with experience 
in the busienss and take active part. Address 
Box F-33 American Lumberman, Inc. 





FACTORY BUILDING — 23,000 sq. ft. 


floor 
space; fireproof; 3 floors; N.Y.C. RR sid- 
ing; by stream; Heart of Catskill Mt. wood 
supply; low taxes; priced to sell. Inquire 


George Flower & Son., Inc., Hobart Del. Co., 
New York. 





CANADA 
Wanted 
FINANCIAL BACKING OR PARTNER 
$50,000 to $100,000 


Established Lumber Wholesale Business with 
good connections among retail yards in the 
Provinces of Quehec and Ontario, and some 
area of United States, and well known among 
Eastern and Western Lumber Manufacturers, 
seeks financial backing or partner. Please 
reply Box E-55, American Lumberman, Inc. 





Two ambitious young men of 23 are interested 
in expanding retail lumber business. We need 
financial backing for this sales promotion. 
Doing approximately $600,000.00 gross sales 
annually with good factory and contractor 
connections. Could double sales with proper 
financial backing. Located in suburb of large 
industrial Midwestern city. Address Box F-38, 
American Lumberman, Inc. 








LUMBER & DIMENSION 
FOR SALE 


Kiln Dried Douglas Fir Industrial Clears, al! 
sizes, from our plant. 
Millwork Blanks 

Ladder Rails 4 Parts 





Cut Stock 
Mouldings 


Your inquiries answered promptly. 


Al Clements Lumber Co. 
PO Box 908 
Eugene, Oregon 
TWX EG 049 


Tele. 5.3317 


HARDWOOD SQUARES 


Progressive Maine hardwood square producer 
now supplying several steady customers. 
Have increased production and desire to de 
velop additional markets for 90° & Btr. white 
birch, yellow birch, and rock maple squares 
sawn to specified dimensions. Can be shipped 
green this spring or air-dried during August 
and September. Write, phone or visit us: 


Prentiss & Carlisle Co., Inc 
107 Court St., Bangor, Maine 
Telephone: Bangor 8297 


West Coast Kiln Dried D. F. Industrial Clears 
in all standard rough sizes. All stock shipped 
on guaranteed weights with WCLA inspection 
ertilicate, 
CASCADIAN COMPANY, INC. 
Box 12, Eugene, Oregon, Phone 5-6312 





QUICK SERVICE TO DEALERS 
CL OR LCL SHIPMENTS 


HARDWOOD AND SOFTWOOD 
ARCHITECTURAL TRIM AND WOODWORK 


STAIR TREADS AND RISERS 
PLANK FLOORING—-WALL PANELING 
DOOR SILLS AND THRESHOLDS 
SPECIAL WINDOWS AND DOORS 
CHURCH FURNITURE 


Quick estimating service. 


2,000,000 feet of hardwoods and 
softwoods in stock 


THE BUCHANAN LUMBER COMPANY 
Cumberland, Maryland 





FOR HARDWOOD PALLETS, industrial crating 
dimension, radio cabinet skids and similar 
products send us your inquiries. Corinth 
Hardwood Co., Bristol, Tenn. 


USED MACHINERY FOR SALE 


For Sale — Woods 412 — 6x15 — Planer and 
Matcher, Serial 30789 — with electric top and 
bottom profiles—JMS—Serial 30790—Excellent 
Condition—Available 30 days—Price $10,000 
Available immediately: :::: 


One Hyster 15 lift truck with 17°6” lift 








Oe TE nc ovsdeg ptbvaturses $2,500.00 
One Hyster straddle truck—54 x 54 

PACKAGO ...ccccccsvccscccvccesesese $2,500.00 
One Wheland band mill carriage $8,500.00 
One Tower 42 in. B. B. edger. $1,500.00 


FLACK-JONES LUMBER CO., INC. 
Moncks Corner, S.C. 








ONE — Used #22-250—24"x8” Single Surface 
Crescent Planer with 7% horsepower, three 
phase, 60 cycle, 220 volt motor. EXCELLENT 
CONDITION. CLIFF BUZICK, INC., BARDS 
TOWN, KENTUCKY. 

FOR SALE— Complete Saw & Planing Mill, 
Double Rotary, Steam feed, 4 saw Edger, 2 





«saw Trimmer, Live rolls, Slasher, 185° 


haulup chain and Rig, two Boilers, Stacks and 
Engines, Heavy Planer and Matcher with pro 
file, 6" Berlin Sand Resaw, Motorized Rip 6 
Cutoff Saws, Belts, Shafting, Conveyors, Saws, 
Knives, Filing Room Equipment all complete 
for immediate use. Capacity 2500‘ PH Hard- 
wood, 3500’ in Softwood, for use on present 
location or to be moved. Owner retiring. 
BOWLER LUMBER CO., BOWLER, WIS. 
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One day Bobby found his turtle lying on his back, stft 
burst mto tear ‘Now, Bobby,” said the 


pive him a 


, and Bobby 
father, “we're going t 
wonderful funeral but we'll call it a party and play 
attic and have ice Creal ind cake 

Bobby felt better but just then he looked at the 
he houted, “Look! The 
righted itself and 
thought, then he 
kill him 


turtle. “Daddy 

moved! Sure enough, the turth 
Bobby vatched him, deep in 

father. “Daddy,” he said, “Let's 


turtle 
moved around 


looked at hi 


» out to lunch the check dodgy. 
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What goes mto Homestead Brand 
ingin) Cedar that grows, that’s all 

lhis finest of Cedar ts processed by one of the 
hingle mills in the state of Washington, the Rivers Plywood 
ind Timber Co. It is brought direct to you, all inspected and 
erthed, by the MAUK Lumber Co 

Homestead Brand Shingles will please you because 
like them 
ire aware of the 
right ind sold by 


Shingle Only the finest 


most modern 
Il hree 


your cu 


stmoers 
want them, buy them. [hey recognize the 
durability in Homestead Brand Shingle priced 


MAUK 


beauty and 
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MAUK Seattle Lumber Co. 


Seattle 5, Washington 


The C. A. MAUK Lumber Co. 


Toledo 4, Ohio 
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Screen and Storm Door 
HARDWARE 


This is but one of the many reasons why leading contrac- 
tors and builders specify this popular brand of hardware 

Simple, clear instructions are packed with the hard- 
ware along with all of the necessary screws and 
component parts for a first class installation — smooth, 


friction-free working coordination accounts for a longer 
service life 





No. 95 Rim a 


\eitona 1 
| 


A symbol 

of quality 

No. 125 Adjustable No. 126 Adjustable he over 

Full Surface Spring Half Surface Spring »U years 
Hinge Hinge 


aa" No. 96 Mortise Latch 


MANUFACTURING 
‘omen. a a) mm f Sterling, Illinois 





NOW... a complete screencloth department 
in one profitable, compact unit ! 


\ 
35" 


f.o.b. Chicago, 
it 


IT’S YOUR ADVERTISING — CAPITALIZE ON IT! 


If your area is listed below, ask your jobber how you can sign 
your name to these local advertisements — at 


ALABAMA 
Mobile 


CALIFORNIA 
Long Beach 
Los Angeles 

Oakland 
San Diego 


CONNECTICUT 
Bridgeport 
Hartford 
New Haven 
DELAWARE 
Wilmington 


FLORIDA 
Jacksonville 
Miami 
Orlando 
Pensacola 
St. Petersburg 


ampa 
West Paim Beach 


ILLINOIS 
Joliet 





INDIANA 
Evansville 
Fort Wayne 
Indianapolis 
MAINE 
Portiand 
MARYLAND 
Baltimore 
MASSACHUSETTS 
Boston 
Cape Cod 
Springfield 
MICHIGAN 
Detroit 
Grand Rapids 
MISSOURI 
St. Lovis 
NEW JERSEY 
Asbury Park 
Newark 


NEW YORK 
Albany 





Binghamton 
uffalo 
Elmira 
Hempstead 
New York 
Rochester 
Schenectady 
Staten Island 
Syracuse 
Troy 
Watertown 


NORTH CAROLINA 


Washington 
Wilmington 


OHIO 
Cleveland 
Columbus 

Toledo 

Youngstown 


PENNSYLVANIA 
Allentown 
Lancaster 
Philadelphia 
Pittsburgh 





no extra cost! 


RHODE ISLAND 


Providence 


SOUTH CAROLINA 


Charleston 


TEXAS 
Beaumont 
Corpus Christi 
Houston 


VIRGINIA 
Norfolk 
Richmond 


WASHINGTON 
Seattle 
Tacoma 


WISCONSIN 
Appleton 
Fond du Lac 
Green Bay 
Manitowoc 
2 Rivers 
Milwaukee 
Sheboygon 








LUN J 
SARAN SCREEN CLOTH 


Display and 
Service Rack 


a 2AVES VALUABLE ¢ 
—t p 


I 
"Proved design m 
es 


ACE! Ne 
Cy 
26” » v, 


Cuts the six 
2 


’”, 
’ 


4 UMIT 
$35.75 “peed E DEALE 


4 -C hicago, 
Orde 
Ning 


RS ONLY: 
Il. Plus. 


Minimy 
Im r of 6 rolls of 


‘UMite Scree 


ADVERTISED TO THE HILT! 


In national magazines. Better Homes & Gardens, 
American Home, Small Homes Guide, Sunset, Progres- 
sive Farmer and other leading homemaker magazines 
will deliver thousands of messages this Spring in the 
biggest Lumite Screening Campaign ever! 

In local newspapers. Big, dramatic advertisements 
will reach customers in your own territory... tell ‘em 


where to buy Lumite—in your store! 
SG avvearse” , 


LUMITE 
wanenad nel a ocattt ALL . 


LUMITE 
DIVISION 


Ur 
1) fume >, 


Koa "ad 
> Guaranteed by 
Good Housekeeping 


Chicopee Mills, Inc., 
47 Worth Street, New York 13,N. Y 





